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Our Organized Selling Plan is NOT a Sales Talk. It is a labo- 
ratory tested self-contained plan of operation that any earnest 
man can follow with CERTAIN results if the experience of 


142 men reporting their work for a total of almost 2,000 weeks 





means anything. 























Building a General Agency on the Organized Selling Plan is as 
definite a task as putting the pieces of a picture puzzle to- 
gether. With patience and persistence results are inevitable— 


our records prove it. 






































FOLLOWING OUR ORGANIZED SELLING PLAN 
Twenty-four men in four Agencies over 533 weeks 


‘ (About 22 weeks each) 


Averaged 18.2 names each—1.8 short of the standard 20. 











Had 8.8 appointments each—3.2 short of the standard 12. 
Made 6.8 demonstrations each—3.2 under the scheduled 10. 




















Sold 15.7% of their presentations—over the standard 15%. 
Average policy applied for—$4,980. 

Average writings per week per man—$5,391. 

Average experience of the 24 men—under two years. 


The figures include ALL men in the four agencies. 
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THe Minnesota Mutua 
LIFE INSURANCE COMPANY 


ST. PAUL 








Photograph by Torkel Korling 


This is one in a series of advertisements 
devoted to an exposition of those intan- 
gibles which make Chicago “a city with a 
personality.” 
a 

The Illinois Life through these advertise- 
ments pays homage to Chicago. Being the 
oldest legal reserve life insurance company 
now active, to be chartered by the State 
of Illinois, and having maintained ~ head- 
quarters” in Chicago for thirty-nine years, 
the Illinois Life feels justified in this effort 
to offset some of the unfair publicity 
which Chicago has received hy presenting 


a glimpse at the other side of the picture. 


Raymond W. Stevens, President 





GROWING with the GREAT MIDWEST 
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SANDBURG the poet had a vision. 
Chicagoans, too, as they lock upon and study their city 
experience an emotional response. « The immensity of 
industrial Chicago is nothing short of a marvel. ood, 
stone, steel, buildings, equipment. A mass of material. And 
beneath all this the driving energy of man. Manpower! 


Planning directing, guiding, executing. A stupendous 


) 
>? 


spectacle. + Chicago is a nerve center of world industry. 
A quotation of dry statistics, employment, payrolls, 
production, would be no more effective, and less sym- 
bolic, in describing industrial Chicago than the rugged 


power expressed in the photograph which tops this page. 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING « CHICAGO a 1212 LAKE SHORE DRIVE 





CHICAGO: 


A GOOD PLACE 


TO 


LIVE, A GOOD PLACE TO WORK 
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Nominating Group 
Names Thompson 


Seattle Manager for Metropolitan 
Offered for Presidency of Na- 
tional Association 


OTHER POSTS SHAKEN UP 


Patterson Ranking Vice-president—Ked- 
erich First Vice-president—Hol- 
man Second—Schriver, Third 


SAN FRANCISCO, Aug. 18. — 
Charles C. Thompson, manager at Se- 
attle for the Metropolitan Life, as fore- 
cast, was the choice of the nominating 
committee for president of the National 
Association of Life Underwriters to 
succeed Elbert Storer of Indianapolis. 
Mr. Thompson has been ranking vice- 
president of the National association. 

In picking the rest of the slate, how- 
ever, the nominating committee threw 
overboard the practice, usually although 
not religiously adhered to, of advancing 
the various vice-presidents a notch in 
the march towards the presidency. 

A. E. Patterson, general agent in 
Chicago for the Penn Mutual Life, was 
choice of the committee for ranking 
vice-president, while George A. Keder- 
ich, supervisor in Brooklyn for the New 
York Life, was picked for first vice- 
president. Arthur S. Holman, manager 
for the Travelers at San Francisco, was 
recommended for retention of his pres- 
ent post of second vice-president. 


Schriver Third Vice-president 


For third vice-president, the nomi- 
nating committee offered the name of 
L. O. Schriver, manager for the Aetna 
Life at Peoria, Ill. Mr. Schriver has 
just concluded a term as secretary of 
the National association. 

O. Sam Cummings, Texas manager 
for the Kansas City Life, was picked 
for fourth vice-president. Mr. Cum- 
mings has been active as chairman of 
the organization structure committee to 
recast the constitution and by-laws of 
the National association. 

John W. Yates, general agent for the 
Massachusetts Mutual of Detroit, was 
offered as secretary, while Robert L. 
Jones of the State Mutual in New York 
a would retain his position as treas- 

Holman Only One Retained 


on the nominating committee de- 
side Lt wipe clean the slate, except for 
= oman. Among those who would 
: et from the vice-presidential ranks 
Pon er the nominating committee’s rec- 
Of Ceations are C. Vivian Anderson 
; a anatl, who has been first vice- 
aie Tat T. M. Riehle of the Equit- 
- © Life of New York, New York City, 
0 has been third vice-president, and 
, >. +hurman, general agent for the 
= England Mutual Life at Chicago, 
o has been fourth vice-president. 





Buyers Cross Section Made 





American Service Bureau of A. L.C. Sends Members 
Valuable Survey of July Business Showing Classifi- 
cations Contributing Most to New Writings 





Women of America, the world’s larg- 
est buyer of necessities, definitely have 
turned to life insurance for protection 
and investment to tide them through 
the years when they will be able to 
come out of the kitchen and will have 
time to take things easy. This is clearly 
indicated by a nation-wide survey of 
current buyers of life insurance made 
by trained investigators of the Amer- 
ican Service Bureau, which makes in- 
spection reports for life company mem- 
bers of the American Life Convention. 

The analysis shows that of each 10,- 
164 persons who applied for life insur- 
ance in July 1,127 were housewives, or 
11.09 percent of all buyers. The 
check-up revealed that of the house- 
wives buying insurance in July, 74 per- 
cent never owned life policies before, 7 
percent had other insurance in the com- 
pany with which the application was 
filed, while 19 percent held policies with 
other life companies. 


Repeat Applications Noted 


It is also interesting to note that 
women who owned life insurance have 
been more than doubling their holdings. 
The average policy formerly held was 
$1,348 while the new applications av- 
eraged $1,432. Of applications received 
from housewives, 974 came from city 
women and 153 from country districts. 
Country women apparently were the 
first to realize the value of insurance 
since 29 percent already held policies 
with an average of $1,459 while their 
applications for new policies averaged 
$1,859. The corresponding figures for 
city women were 25 percent with pre- 
vious insurance for an average of $1,329, 
and an average of $1,356 in new applica- 
tions. 

School teachers also stood high in 
the list of new buyers with 356 applica- 
tions for an average of $2,160. It was 
found 37 percent of teachers already 
owned policies that averaged $3,879. If 
their applications are approved these 
trained workers will hold more than 
$6,000 apiece. 

Teachers Well “Protected 


Of teachers purchasing new insurance, 
29 percent are on the staffs of leading 
colleges and universities, and of these 
it was found but 38 percent were new 
to insurance. Sixty-two percent of col- 
lege teachers had other insurance either 
in the company with which the new ap- 
plication was filed or in other compa- 
nies. Their old policies averaged $8,611 
and the new applications $3,069. Thus 
they are increasing their holdings to 
$11,680 each, or enough to insure a 
tidy competence in old age. 

Public school teachers seeking new 
insurance numbered 327, and of these 
67 percent had no other life insurance. 
New applications from this class aver- 
aged $2,080. Public school teachers who 
reported other life insurance had poli- 
cies averaging $3,111. 

Another large group now buying in- 





surance is stenographers and office 
clerks. The survey revealed that of 
each 10,164 applications for life insur- 
ance, 199 were signed by office women. 
Of this class 76 percent are new buy- 
ers while 34 percent already had some 
life insurance. New applications from 
these workers averaged $1,436 while old 
policies had an average face value of 
2,176. 
Agents Take Own Medicine 

That insurance agents realize the 
value of the protection they are offer- 
ing to their clients is proved by the sur- 
vey. Of 243 insurance agents applying 
for new insurance all but 37 percent al- 
ready held policies averaging $8,537. 
New applications were for an average of 
$3,807. In this group were 93 general 
agents already holding an average of 
$12,245 life insurance and seeking $4,737 
additional. 

Executives and owners of manufac- 
turing industries constitute 72 of each 
10,164 persons applying for life insur- 
ance, and in this group 79 percent al- 
ready own other life insurance averag- 
ing $21,158 while their new applications 
are for an average of $7,444. 

Foremen, clerks and inspectors sub- 
mitted 105 applications for an average 
of $1,985, and factory workers 284 ap- 
plications with an average of $1,064. Of 
the former class 55 percent had no other 
insurance while 66 percent of workers 
were without the protection. Foremen, 
clerks and inspectors already having in- 
surance held policies averaging $2,580 
while men in the industrial ranks with 
life insurance had policies for $1,899 


each. 
Farmers Holding Back 


The survey bears out the growing be- 
lief that the American farmer is in 
much better shape than he was a few 
years ago. Housewives alone topped 
agriculturists in number of applications 
for life insurance. Of farmers seeking 
insurance, only 22 percent had other life 
insurance, for an average of $3,233. 
New applications from farmers averaged 
$1,949. An interesting phase is that 
farmers apparently have not reached the 
peak of their life insurance purchasing 
power. Farmers form 22 percent of per- 
sons engaged in various occupational 
groups in this country, but only 16.1 
percent of the life insurance buyers, the 
survey indicates. 

Insurance and real estate agents, 
while constituting but 1.5 percent of the 
occupational groups, supplied 4.3 per- 
cent of the life insurance buyers last 
month. Automobile agencies and fill- 
ing stations supply 5 percent although 
constituting only 1.2 percent of occupa- 
tional workers. Bankers, brokers and 
money lenders, who should know finan- 
cial values, are furnishing more insur- 
ance buyers than their proportion in 
occupational groups, 1.2 percent of oc- 
cupational workers and 1.8 percent of 
insurance buyers. It is shown that 74 

{CONTINUED ON PAGE 11) 





Chicago Selected 
For 1933 Meeting 


National Association of Life 
Underwriters to Hold Con- 
vention There 


DELAY RECASTING PLAN 


Action on Changes in Constitution Put 
Over—M. J. Donnelly Million Dollar 
Round Table Chairman 


By LEVERING CARTWRIGHT 

SAN FRANCISCO, Aug. 18.—The 
executive committee of the National As- 
sociation of Life Underwriters decided 
in favor of Chicago for next year’s con- 
vention of the association, after hearing 
A. A. Heald, Provident Mutual, put in 
a strong bid for Milwaukee. Tentative 
dates selected for the convention are 
Sept. 27-29. A. E. Patterson, Penn Mu- 
tual Life, presented Chicago's invitation. 

Action on recasting the constitution 
and by-laws of the association, on which 
special committees have been working 
for the past two years, was deferred 
until next year by the executive com- 
mittee. 

On request of Julian S. Myrick, Mu- 
tual Life of New York, New York City, 
the executive committee referred to the 
incoming president the question of dis- 
charging the committee on institutional 
advertising and appointing a conserva- 
tion committee in its stead. Mr. Myrick 
is chairman of the advertising commit- 
tee. 

Franklin W. Ganse of Boston asked 
to be relieved as chairman of the com- 
mittee on cooperation with trust officers. 


Dennelley Heads “Millionaires” 


M. J. Donnelly, field vice-president in 
New Castle, Pa., for the E. A. Woods 
Co., general agency of the Equitable 
Life of New York in Pittsburgh, is the 
new chairman of the million dollar 
round table, being elected to succeed 
R. A. Brown, Pacific Mutual Life, Los 
Angeles. Caleb R. Smith, Massachu- 
setts Mutual, Ann Arbor, Mich., and 
Thomas A. Scott, Penn Mutual, Phila- 
delphia, were elected new members of 
the executive committee. 

A. Leslie Aron, district manager at 
San Francisco for the State Life of In- 
diana, at the million dollar round table, 
said that generally he brings about a 
sale on the first call. His method is to 
anticipate the excuses that a prospect 
will bring out and turn those excuses 
into a reason for buying. 

At the managers and general agents 
session a resolution was adopted pro- 
viding for a permanent managers’ or- 
ganization to have supervision over a 
managers’ session at each National as- 
sociation convention. 

President Elbert Storer was confined 
to his room Tuesday, but recovered his 
strength sufficiently to preside at the 
opening session that evening. 
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New Kentucky Home Life 
Is Given Official Sanction 


TAKES OVER INTER-SOUTHERN 


Company’s Assets Have Been Carefully 
Checked and They Are Approved 
by the Court 


LOUISVILLE, Aug. 18—The new 
Kentucky Home Life is rapidly getting 
in shapé to start business. Policy forms 
are in the printers hands, along with a 
financial and official statement to be 
mailed to policyholders during the com- 
ing week telling the latter of the new 
officials, financial set up and other de- 
tails. 

Last signatures to the transfer of 
Inter-Southern Life management from 
receivers to the new company were 
given August 12, when Menefee Wirg- 
man and Lee P. Miller, president and 
secretary respectively of the Fidelity & 
Columbia Trust Co., co-receiver, signed 
the contract. 

It was stated that the capital and sur- 
plus, including $500,000 in cash and 
$500,000 in securities would arrive in 
Louisville Saturday. 


Last Bar Removed 


Virtually the last bar to the new com- 
pany starting operations was removed 
when Judges Dietzman, Thomas and 
Clay of the appellate court refused H. M. 
Johnson, chairman of the policyholders 
protective committee, a writ of prohibi- 
tion; which would have served as a re- 
straining order or injunction, in preven- 
tion of. completion of contract on the 
part of Judge Ford of the Kranklin 
county circuit court. 

Mf. Johnson argued against comple- 
tion éf the contract and Ben S. Washer, 
attorney for the company, upheld its 
contract. The court did not pass on 
the merits of the case, but denied on 
the ground that Mr. Johnson had the 
usual procedure of filing an appeal from 
the ruling of the lower court. 

Mr. Johnson announced that he would 
file such an appeal and would not ask 
for an injunction, in that the new com- 
pany would be responsible for any ac- 
tions in. the meantime. 

The financial setup of Kentucky 
Home. Life was reported to be made up 
of $500,000 in cash, and the following list 
of securities, which the receivers re- 
ported had been closely checked and 
double checked in arriving at value: 

40,000 Buffalo 

Corp. Ist 4's, 1963. 

7,000 shares Girard Life. 

30,000 California Packing Co. 

Deb. 5's, 1941. 

50,000 New York, New Haven & Hart- 
ford Conv. Deb. 6's, 1948. 

Frankford Theater, Philadelvhia 
5%’s, 1932, Gtd. bv Bankers 
Bond & Mortgage Co. 

2,000 Shares Pennsylvania Company 
for Insurance on Lives and 
Granting Annuities, capital 
stock. 

Roosevelt Theater, Philadelphia, 
3%’'s, 1932, Gtd. by Bankers 
Bond & Mtge. Co. 

100,000 Pennsylvania Railroad 

Debenture 4%’s, 1970. 

20,000 Chicago & N. W. Rwy. Co. Deb. 
3's, 1933. 

Philadelphia Record Company 6 
percent Serial Gold Deb., 1940. 

Pennsylvania Power Company 
Ist 5's, 1956. 

Eastern Shore Public Service Co. 
ist 5's, Series B, 1955. 

A. C. Land Company Ist 6's, 1934, 
Gtd. by Bankers Bond & Mtg. 


& Susquehanna R. R. 


Conv. 


15,000 


22,000 


40-year 


25,600 
20,000 
15,000 
30,000 


Co. 
25,000 Canadian National Rwys. 20-year 
* of Colorado 


guar, 4%’s, 1961 
20,000 Public Service Co. 
Ist & Ref. 6's, Series C, 1961. 
20,000 Detge Bros., Inc., Conv. Deb. 6's, 
1940. 


Break into Guaranty Office 


Burglars broke into the office of the 
Guaranty Life of Davenport last week- 
end and stole approximately $1,000 after 
battering the dials off the two vaults 
with heavy sledge hammers. The loss 
is fully covered by burglary insurance. 








Presides Over Meeting 
of Life Underwriters 





— a NEE 


ELBERT STORER 


Elbert Storer, Indianapolis manager 
for the Bankers Life of Iowa and presi- 
dent of the National Association of Life 
Underwriters, is in charge of the ses- 
sions of that organization, which is 
holding its annual convention this week 
in San Francisco. 








President Linton Comments 
on the.Louisiana Charge 





In a recent article on the surrender 
charge problem, it was stated that for 
the majority of insurance written, 
Louisiana in effect defines the maxi- 
mum amount that should be charged. 
The law there, the article stated, pro- 
vides that the charge may not exceed 
20 percent of the reserve. In New 
York the maximum charge may be 
either 20 percent of the reserve or 2% 
per cent of the face amount, whichever 
is larger. The writer continued: “A 
company entered in Louisiana and hav- 
ing a surrender charge applying for 10 
years, for example, would have to limit 
itself to the Louisiana scale for the 
first few years of the policy until the 
Louisiana scale exceeded its own scale 
after which it would apply its own 
schedule.” 

President Linton of the Provident 
Mutual in referring to the Louisiana law 
said: 

“Within the last few weeks the 
Louisiana law has been changed so that 
in case of policies lapsed for non-pay- 
ment of premium the companies have 
the option of making a surrender charge 
of 20 percent of the reserve, as now pro- 
vided, or $2.50 per $100 of the face of 
the policy. The law also gives the com- 
pany the option of granting, in event the 
policyholder does not select one of the 
options set forth in the policy, either 
extended term insurance, as now pro- 
vided, or paid-up insurance. The sur- 
render value discussion which has been 
going on in recent months led to the in- 
troduction of a bill into the Louisiana 
legislature to correct the old 20 percent 
provision and make the law uniform 
with that of most other states. For- 
tunately it was passed and became law.” 


Will Merge Offices 


The C. E. DeLong agency of the Mu- 
tual Benefit Life in New York City will 
merge its uptown and downtown offices 
and shortly before Oct. 1 will move to 
the eighteenth floor of the Transporta- 
tion building, 225 Broadway, where it 
will occupy the entire floor. The down- 
town office is now on the fifteenth floor 
of that building. 





Estate of Policyholder Can 
Not Participate in Fund 


JOINT LIFE CONTRACT IS UP 


Where Survivor Murdered the Other, 
Deceased’s Heirs Have No Right 
to the Insurance 


The New Jersey supreme court handed 
down a decision in Merrity et al. vs. 
Prudential where the question arose as 
to the right of a deceased’s estate in 
joint policy where a murder had been 
committed. The Prudential issued two 
policies on the joint life of husband and 
wife, payable to survivor. The right 
to change the beneficiary was not re- 
served. The husband murdered the wife 
and since he could not recover, it being 
held against public policy, action was 
brought by the estate of the wife. 


Can Not Be Collected by Estate 


The court holds that the benefits of 
a joint life policy cannot be collected 
by the estate of the deceased. An en- 
tirely different picture from that of a 
single life policy with a single bene- 
ficiary who murdered the assured is 
presented in the case of a joint policy. 
In the joint policy persons insured have 
jointly contracted with each other as 
well as with the company as by analogy 
in the case of joint wills and each en- 
gages jointly to pay the premiums to 
create the insurance fund. 

By the provision for survivorship each 
assured has effectively eliminated his 
next of kin from direct participation in 
the proceeds. If the surviving person 
cannot take the contract it is necessarily 
at an end. Judgment for the Pruden- 
tial was rendered. 


Some Companies Fall Back 


on the Policy Provision 


Inasmuch as some companies are tak- 
ing advantage of the provision in their 
policies allowiny them to defer pay- 
ments of loans and surrenders, policy- 
holders are finding that these periods 
differ. Some companies have a provision 
allowing 60 days, some 90, some 120, 
scme six months and a few will only 
pay on the anniversary of a policy. 
There are not very many companies 
that have taken advantage of the wait- 
ing period. Heretofore companies have 
not had need of bringing into play this 
provision. It has been regarded as a 
safety provision but so persistent and 
continuous have been the demands on 
companies for loans and surrenders that 
some have felt it desirable to take ad- 
vantage of the provision. Policyholders 
as a general rule did not realize that 
such a provision was in their contracts. 


Peyser Runs for Congress 


T. A. Peyser, million dollar producer 
of the C. L. McMillen agency of the 
Northwestern Mutual Life in New York 
City, has been selected by the Demo- 
crats to oppose Mrs. Ruth Pratt, Re- 
publican, for Congressman from the 
seventeenth Congressional district there. 
Mr. Peyser has never held political of- 
fice before, although he has been urged 
to run by friends in both parties. He 
believes that although life insurance is 
one of the country’s largest institutions 
it is not adequately represented in Con- 
gress. Mr Peyser has been with the 
Northwestern Mutual for more than 25 
years. 


Manager Rison Dies 


Edward E. Rison, manager of the 
Lima, O., district of the Western & 
Southern Life for some years, died after 
four months’ illness. He is survived by 
a wife and one daughter. 





Policy Rescinded But Agent 
Can Retain His Commission 


NEBRASKA HIGH COURT RULE 


W. I. Kortright Wins Litigation wit 
Mutual Life of New York In- 
volving Unusual Case 


LINCOLN, NEB., Aug. 18—Ip 
finding for W. I. Kortright in his cop. 
troversy with the Mutual Life of New 
York, the Nebraska supreme cour 
holds that while a company and an ip. 
sured person may agree to rescission 
of a policy for no reason or any reason 
they cannot deprive the agent who nego- 
tiated the contract of his commission, 
unless such rescission was for some 
legally sufficient cause or the contract 
with the agent expressly provided {or 
such return. 

Kortright wrote a $150,000 policy fo 
R. E. Lee, Omaha millionaire, who wa 
already carrying $650,000 with the Mp. 
tual Life of New York, his accumul- 
tions on the latter in the sum of $9,108 
being used to pay the first premium 
Kortright was paid his $4,554 commis- 
sion. Some time later Lee demanded 
that the company rescind the contract, 
which he said he would not have 
taken if Kortright had not agreed, as he 
had done on previous occasions, to split 
his commission. Lee said Kortright 
had agreed to give him all over $1,000 
Kortright denied any such agreement 


Return of Commission Refused 


As a matter of good business, the 
record recites, the company cancelled 
the policy and returned to Lee the un- 
earned premium, demanding of Kort- 
right that he return the unearned con- 
mission of $3,200. He refused, and when 
the company notified him it would take 
the money out of his renewals he re- 
signed. He sued for the balance due on 
renewals, and got judgment for $1,089, 
the court rejecting the company’s coun- 
ter claim for the amount of the unearned 
commission. 

The company relied on Rules 216 and 
217 of its agency contract, but the court 
says these do not apply. The first rule 
recited that commissions are to be paid 
on first year premiums on policies de- 
livered and accepted by applicants and 
not recalled by the company. The sec- 
ond says no claims for commission will 
be allowed on which policies have not 
been issued or which have been re 
called for cancellation. The court says 
that the word “recall” is not the equiva 
lent of “rescission,” and that these rules 
cannot apply to the present controvers) 
It says that a company may cancel when 
it pleases, but it cannot rescind a cot- 
tract unless some legally sufficient cause 
exists. As rebating is an offense agaist 
the law, Lee could not recover from 
Kortright nor could the company 
Lee rescind on that ground, since they 
are not legally sufficient causes. In any 
event, it holds, the company rules ap- 
ply only where commissions are claimed, 
not when they have been paid. 


aa 


Disability Now Removed 
from Competitive Field 





NEW YORK, Aug. 18.—Dis- 
ability settlements today are on @ 
far less liberal basis than they 
were when the old $10 coverag® 
was being sold competitively. 
Claimants are being subjected t0 
the most rigorous examination 
and more cases are going throug 
litigation than ever before. 
ability seems to be completely re- 
moved from the field of compet 
tion and companies are puree 
a claim policy, uninfluenced >Y 
agency factors. 
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Court Approves 
Reinsurance Plan 


Security Life Business to Be Ad- 
ministered by Central Life 
of Illinois 


CONTRACT FAIR TO ALL 


Reinsuring Company Covenants It Will 
Pay Full Renewals to Agents 
Who Remain 


Federal Judge Lindley of Chicago ap- 
proved the reinsurance contract whereby 
the Central Life of Illinois takes over 
the business of the Security Life, now 
in the hands of a receiver. The Central 
Life has called a meeting of its stock- 
holders Sept. 15 to act on the contract. 
This is purely a statutory requirement 
as the directors control the majority 
stock and a ratification will be merely 
a perfunctory matter. The machinery 
is already in motion and the work of 
carrying on the business has started. 
The Security Life has something like 
$55,000,000 of insurance in force. The 
Central Life is allowed a _ carrying 
charge of $3 a thousand. 


Court Turns Down Opposing Petition 


Judge Lindley refused to allow the 
filing of a petition of Attorney Walter 
Eckert signed by some Security Life 
stockholders and policyholders. The 
court evidently did not consider the 
Statements brought out in the petition 
worthy of consideration. Receiver John 
A. Massen of the Security Life was per- 
fectly satisfied with the Central Life’s 
proposal. It was seen that President 
Alfred MacArthur of the Central Life 
had given the subject much thought, 
had worked on it continuously for some 
days and had outlined a program that 
was fair to all hands. It was felt there 
should be no further delay and the pol- 
icyholders of the Security Life deserved 
as much protection as could be afforded. 
The business assumed by the Central 
Life in addition to the going business 
includes all policies which hereafter 
lapse or have lapsed since Jan. 1, and 
which shall be reinstated according to 
their terms. 


Lien Placed on Policies 


There was a 100 percent lien placed 
on all policies assumed. The lien will 
bear 5 percent interest. The Central 
Life does not participate in any profits 
that may accrue, All it gets out of the 
transaction is the $3 per thousand car- 
tying charge, which is less than it takes 
to carry on its own business. The Cen- 
tral Life, however, expects to gain a 
number of agents of the Security in the 
transaction. It agrees to pay their re- 
newals on the Security Life business in 
full. Therefore, the Security Life agents 
get a very square deal out of the trans- 
action. They can service their own pol- 
Kyholders and are now assured that 
they will be in safe hands. 


Pays Death Claims in Full 


the Central Life will pay all death 
Caims in full, both those that occurred 
ree! to the appointment of a receiver, 
perl 18, and those that occur after. 
¢ © payment of death claims on all 
security Life policies will be a valuable 
ee in the .agreement. There are 
— pppoe jn unpaid death claims 
ag | premiums paid since April 18 
© kept in a separate fund. The 100 
a lien applies Only to reserves on 
Policies at the time the receiver is ap- 
Pomted. The assets will be  trus- 


(CONTINUED ON PAGE 11) 





Better Business Feeling 
Will Help. Life Insurance 





Life insurance men find that during 
the last two or three weeks there is a 
much better feeling in the business 
world and it is having its effect in life 
insurance. So far sales have not in- 
creased but applications for loans and 
surrenders have lessened. These de- 
mands on companies kept up with re- 
markable regularity until July. Since 
then there has been a 25 percent re- 
duction in number of loan applications. 
Companies have been amazed at the per- 
sistency with which these applications 


Agent’s Aid for 31 Years 
Means $77,000 to Widow 











One of the finest illustrations of the 
service “over and above line of duty” 
which many life insurance men have 
been giving during the depression period 
at peril of themselves becoming finan- 
cially involved, is the case of a policy- 
holder and close personal friend of R. 
S. Harris, C. L. U., veteran member of 
the Hobart & Oates general agency of 
the Northwestern Mutual in Chicago—a 
dentist of middle age who died from 
pneumonia recently after only a brief 
illness. 

This dentist at his death had $85,000 
life insurance which had been kept in 
force continuously for three and a half 
years by Mr. Harris, running up a total 
due Mr. Harris of $1,400. The man 
constantly had wanted to drop the ma- 
jor part of the insurance and his widow 
admits that she always thought he had 
entirely too much, but now knows bet- 
ter. Without Mr. Harris’ assistance, the 
family undoubtedly would have had no 
more than $15,000, if that. The dentist 
left comparatively little estate, there be- 
ing a home which it is understood is 
mortgaged for about $15,000. 


Formerly Had Handsome Income 


During his life he had the handsome 
income of from $12,000 to $15,000 an- 
nually. Nevertheless, in the last three 
and a half years it had been necessary 
for him to borrow the full loan value 
of much of his life insurance. Some of 
it was being carried on extended term 
insurance basis. Mr. Harris has had to 
use considerable ingenuity in keeping all 
of this insurance in force, in addition to 
giving the financial assistance which he 
did. 

He admits it was not a businesslike 
thing to do and he could not well ex- 
tend the service to very many of his 
policyholders. Nevertheless, he says, he 
had utmost confidence in his friend’s 
sincerity and felt eventually the debt 
would be paid. He never, of course, ex- 
pected that it would be deducted from 
proceeds of the policy. 


Proceeds Placed in Trust 


Due to indebtedness against the poli- 
cies, the net amount which the widow 
receives is about $77,000. A consider- 
able part of this insurance was carried 
on the instalment option for a while, and 
some of it at interest. The entire 
amount now, it is understood, is being 
placed in trust with a trust company, 
the family lawyer having advised this. 

Mr. Harris had a considerable argu- 
ment with his dentist friend about a 
year ago at just about the time a new 
baby was born in the dentist’s family, 
the policyholder insisting he was heav- 
ily overloaded with life insurance and 
simply could not carry more than $10,- 
000 or $15,000 of it. But Mr. Harris 
won the argument and the dentist’s 
widow has received a life insurance es- 
tate which even at a conservative 4% 
percent means an income for support 
of the family and education of the 
ad children of around $3,500 annu- 
ally. 





have continued month after month. 
There has been no abatement. Day in 
and day out these applications poured 
in continuously. It meant much more 
work in agencies and head offices. 
Agents have had to give much of their 
time to people seeking loans and trying 
to keep those who are canceling their 
insurance from doing so. The whole 
production machinery has been clogged 
because of these so-called destructive 
tendencies. In some cases companies 
have had to borrow money or sell se- 
curities in order to meet the demands. 
Much more work was required to take 
care of the details. 


Life Men Greatly Encouraged 


Life men feel greatly encouraged 
therefore with the new turn in business. 
The upturn of the stock market has 
caused a buoyancy in the minds of peo- 
ple. It has greatly enlarged credit. It 
has created miilions of dollars in value. 
A number of companies find that peo- 
ple are repaying their loans, or at least 
part of them. Undoubtedly in many 
cases people really did not need the 
money but became suspicious of com- 
panies and decided not to take chances. 


Therefore, the loan was secured and 
the money was hoarded or deposited 
in a bank. 


There are far fewer inquiries regarding 
companies. People now are beginning 
to discriminate and realize which com- 
panies are really sound and permanent. 
So far there have been but four legal 
reserve life companies that have failed, 
the Mississippi Valley Life of St. Louis, 
Security Life of Chicago, Chicago Na- 
tional Life and Inter-Southern Life. 
In all cases the failure was due to man- 
agement. Those well informed could 
have predicted these failures long ago. 


Dr. Huebner Pins Hope for 
Better Business on Stocks 





SEATTLE, Aug. 18—Dr. S. S. 
Huebner, dean of the American College 
of Life Underwriters, addressed some 
500 Seattle life insurance representatives 
on present-day business conditions last 
week. 

The stock market is the surest barom- 
eter of business recovery and decline, 
said Dr. Huebner, and the stock market 
will have its big rise when business is 
at its worst, as this has always been 
true in the past. He said that he be- 
lieved the “jet black” period on the 
books of the present business depression 
was last June, and that it does not look 
as though the market is going to touch 
another new low. Since the market 
broke in 1929, there have been nine suc- 
cessive new lows and reactions, he 
pointed out, and that today the market 
had retrieved almost 80 percent of the 
decline it had shown since the last low. 

Dr. Huebner stated that he would like 
to see the present market carry forward, 
since it will be speculation that will 
bring us out of the depression and the 
speculation will be shown in the stock 
market quotations. Business leaders 
have been waiting to buy commodities 
when the price level is at its lowest, and 
this situation may have taken place, 
since commodity prices have stiffened 
during the past month. In the last four 
weeks $10,000,000,000 have been added 
to the value of securities, Dr. Huebner 
stated. 

“There is nothing like a good market 
rise to build the confidence and chase 
away fear. We can’t have any improve- 
ment in business until we have a g 
stock market. A good sign is that with 
the announcement of bad news, such as 
poor earnings and reduced production, 
the news is greeted with higher quota- 
tions in the stock market.” 





Larger Disability 
Loss Is Expected 


Malingering and Other Effects of 
Depression Probably Will Show 
in Statements 


WATCH FIGURES CLOSELY 


Gain and Loss Exhibits to Tell Story 
for Companies—New Restricted 
Clause Small Factor 


NEW YORK, Aug. 18.—While it is 
too early to make an accurate forecast 
as to how disability losses will show up 
in the gain and loss exhibits of 1932 
statements, indications are that losses 
will be heavier than last year but that 
1932 will not show so large an increase 
over 1931 as last year showed over the 
year previous. 

Disabled persons drawing income 
benefits, it seems, are dying at a lesser 
rate than in 1931 but they are recover- 
ing at a higher rate. The net result, 
however, is that terminations from both 
causes combined are lower than last 
year, making for less favorable experi- 
ence. ; 

For companies doing business in 
New York, total losses were $55,900,000 
in 1931 as against $47,700,000 in 1930, 
a relatively moderate increase compared 
with the difference between the latter 
figure and that of the previous year, 
when losses were only $21,800,000. The 
two years prior to 1929 were about the 
same as the ‘29 figure, $18,000,000 in 
1928 and $20,500,000 in 1927. i ; 

Companies are watching their dis- 
ability figures closely. If the present 
business upturn proves to be the begin- 
ning of a real comeback, it is expected 
to have a marked effect on disability 
losses, but the result probably will not 
be noticeable until 1933. The reason 
that disability losses are so markedly 
affected by increases in the rate at which 
disabilities are incurred is that these 
losses represent to a larger extent the 
increased reserve that must be set aside 
against future payments under the con- 
tract, which is virtually an annuity for 
such time as the policyholder is dis- 
abled. 

Much Malingering Noted 


Actuaries usually figure that on the 
average each disability case incurred 
will receive 7.7 times the specified an- 
nuity before recovering or dying. With 
disabilities occurring at the abnormal 
rate that has prevailed, particularly since 
the onset of the depression, there has 
been and still is much malingering. 
When business conditions improve, not 
only will there be a drop in the disabil- 
ity rate of occurrence but the rate of 
recovery of those now disabled should 
show a marked rise, releasing part of 
the reserves that have been set aside 
against the continued payment of these 
claims. 

It is the need of setting aside reserves 
so much larger than originally computed 
that has kept disability losses high in 
spite of continued premium increases 
and restriction of benefits. 

However, the present $5 a month per 
$1,000 benefit is so little sold that it is 
unlikely to be much of a factor one way 
or the other. Most of the companies 
which have kept it would probably have 
joined those which eliminated it alto- 
gether, except for the competition of 
others who had retained it or because 
they felt that eliminating it entirely 
would be taking from their agents a 
sales tool that they would rather keep, 
even though its value is greatly lessened. 


4 


THE NATIONAL UNDERWRITER 


August 19, 193 


———— 








Question of Veterans Taken 
Up at San Francisco Meet 


U. S. ARMY CAPTAIN’S VIEWS 


Manager Good of Prudential Tells How 
He Builds Espirit de Corps and 
Sense of Responsibility 


The absorbing question of how to 
handle veteran agents was discussed in 
the management meeting at the San 
Francisco convention of the National 
Association of Life Underwriter, by 
Lara P. Good, C. L. U., manager for 
the Prudential in San Diego, Cal., his 
subject being “New Training for Old 
Agents.” 

Mr. Good approached this topic with 
a distinguished background of handling 
men, starting with a lieutenancy in 1916, 
and including Mexican border service in 
charge of troops, and a regular army 
captaincy overseas. He retired with 
that rank in 1922, now holding a ma- 
jority in the reserve corps. He spent 
two years in general and casualty lines 
and since has been in life insurance. 
ation Needed 





Agents’ Coop 


Cooperation of all agents is a first 
step, gained by passing on some agency 
responsibility. Mr. Good relies almost 
entirely on old agents to recruit new 
men. A rule of his agency is that vet- 
eran agents must pass on a man before 
an agency contract is signed. Credit is 
accorded all agents who deserve it, 
luncheons being given in honor of 
agents on special occasions. A monthly 
“Producers” luncheon is held, and an 
annual dinner. Thus espirit de corps is 
built up. 

Once every month or six weeks, eve- 
ning meetings are held, entitled “Star 
Chamber” sessions, which are intimate 
gatherings. Recently prospect lists have 
been taken up and information pooled, 
in case of duplication the prospect being 
assigned to the agent who has done the 
most work on him. 

Quarterly School Held 


A two weeks’ school is held every 
quarter year, agents being selected to 
lead discussions. Schools or meetings 
held in series, rather than continuously, 
are preferable, so agents will not grow 
stale. 

Contests occasionally are employed. 
Time-killers who once wrote a big case 
and tell about it so often they have no 
time to produce, are handled tactfully 
and the principle of the correct ratio of 
calls to interviews established in their 
minds. 

Urges Simple Explanation 


Mr. Good says a “post-graduate” 
course in simple life insurance phrase- 
ology and explanations, open to all 
agents might well be opened by the 
American College of Life Underwriters. 
He believes too much has been taken 
for granted about what the average man 
knows about life insurance; particularly 
is this error chargeable to older agents. 

The agency usually sends a new man 
out with a veteran, finding the new man 
often asks questions which open a line 
of thought which the prospect may be 
reluctant to bring up. Older agents, 
Mr. Good finds, must have something 
new to maintain their interest, such as a 
new policy or new way of explaining an 
old one. Mr. Good sets ten real calls 
and three real interviews a day as the 
goal for his men. 

R. G. Engelsman’s Address 


Speaking before group 3 (metropoli- 
tan centers of 750,000 population and 
over), Ralph G. Engelsman, general 
agent in New York City for the Penn 
Mutual Life, explained the mass re- 
cruiting and training methods used in 
his office. The program is effective and 
sound, he declared. The advantages are, 
aceording to Mr. Engelsman, that a 
definite plan for a new organization 











Farm Bureau Ramifications 





On the 12th floor of the Transporta- 
tion building in Chicago are the many 
activities of the Illinois Agricultural As- 
sociation, some of which are of partic- 
ular interest to insurance people. To 
those not familiar with the ramifications 
of the farm organization from the 
American Farm Bureau Federation 
down to the individual farmer paying 
his membership fee, the activities in 
the Transportation building are a mys- 
tery. 

The chief executive there is Earl C. 
Smith, president of the Illinois Agricul- 
tural Association. The directors of that 
association are elected one from each 
congressional district in the state and 
for the most part the same persons are 
directors of the affiliated enterprises, in- 
cluding the insurance company. 

Among the insurance companies quar- 
tered there is the Country Life, of which 
L. A. Williams is president. 

Illinois Agricultural Mutual 


Then there is the Illinois Agricul- 
tural Mutual, of which the active man- 
ager is A, E. Richardson. This is an 
automobile insurance company. Mr. 
Richardson also operates the Farmer 
Employers Liability, which issues poli- 
cies covering the common law liability 
of farmers. 

Finally, among the insurance enter- 
prises, is the Farmers Mutual Reinsur- 
ance Company, J. H. Kelker being in 
charge. This company reinsures the 
surplus lines of many of the township 
and fire insurance county mutuals, as 
well as writing direct business which 
the local mutuals will not accept. It 
also writes a direct business in sections 
which are not served by local mutuals. 

Among the non-insurance enterprises 
is the Illinois Grain Corporation, a co- 
operative maintaining elevators in IIli- 
nois, Charles Cummings is the man- 
ager. Then there is the Illinois Agri- 
cultural Auditing Company, for which 
five traveling auditors are employed to 
audit all the cooperatives in the state, 
the 100 county farm bureaus in the 
state, all of the affiliated insurance com- 
panies, and other activities. Fred Ring- 
ham is manager. 


Produce Marketing Association 


There is the Produce Marketing As- 
sociation, run by Dr. F. Gougler; 
the Fruit & Vegetable Marketing Asso- 
ciation, run by H. W. Day. Although 
the main offices of this association are 
in Centralia, Ill., an office is maintained 
in the Transportation building. The 


chief activity of this association is to 
find terminals for carload shipments of 
strawberries, apples, cantaloupes, 
peaches, asparagus and other fruits and 
vegetables. 

There is the milk marketing depart- 
ment of the Illinois Agricultural Asso- 
ciation, which sets up cooperatives and 
associations for Peoria, Bloomington, 
Rock Island, Champaign, Joliet, Decatur 
and cooperates with the Pure Milk As- 
sociation of Chicago and the Sanitary 
Milk Association of St. Louis. It is run 
by J. B. Countiss. 

There is the live stock marketing de- 
partment, run by Ray Miller. This de- 
partment finds shipment points for hogs, 
cattle, sheep and feeders. 


Farm Supply Company 


There is the Farm Supply Company, 
which purchases oil and petroleum prod- 
ucts for 47 local companies in down- 
state Illinois. This company maintains 
400 tank trucks. It is run by L. R. 
Marchant. 

There is the taxation and statistics 
department, operated by John C. Wat- 
son. This department works with the 
county bureaus in correcting and lower- 
ing tax schedules. 

In Illinois the membership fee for the 
farmer is $15, of which $10 is allocated 
to the county bureau; $4.50 to the IIli- 
nois Agricultural Association, and 50 
cents to the American Farm Bureau 
Federation. This bureau then employs 
a county farm adviser, who holds dem- 
onstrations, testing schools, and looks 
after all of the activities of the state 
association in his bailiwick. Part of his 
salary is defrayed by the United States 
department of agriculture, the money 
coming from the so-called Smith-Lever 
fund and being distributed through the 
University of Illinois. 

Many of the county advisers or 
county agents maintain their offices in 
court houses, but the farm organization 
has been subjected to criticism on this 
account and other quarters are being 
provided in many counties. The criti- 
cism is based on the fact that the 
county agents are in competition with 


, insurance companies and agents, oil 


companies, etc., and that it is not fair 
for them to get a subsidy from the 
county in the form of rent free offices. 
Some of the farm leaders have even 
gone so far as to advocate abandon- 
ment of the practice of accepting con- 
tributions from the department of agri- 
culture. 








each year is made possible; better se- 
lection is given; more men may be re- 
cruited; turnover is reduced; more 
effective training is provided and better 
supervision is automatically given. 
ene P. Banks, general agent at Den- 
ver for the Penn Mutual Life, talking 
to group 2 (cities from 100,000 to 750,- 
000 population) pointed out that a re- 
cruiting program is vital today. With 
the average production down and the 
average size of policy lower, the speaker 
said that new men must be brougiit into 
the fold if the agency is to retain its 
vigor. Mr. Banks sets out to have at 
least 20 percent of his new volume come 
from new agents. He said that the best 
men are brought into an agency through 
personal contact, but good results have 
come from advertising. Efforts are not 
made to sign up new men until after 
they have completed a training course. 
F. H. Haviland, manager at Chicago 
for the Connecticut General Life, in his 
address before the general agents and 
managers conference in general session, 
emphasized four practices which he be- 
lieves are fundamental in agency build- 
ing. He advocated intelligent recruit- 
ing; getting the agent into production 
immediately, keeping the morale of the 
agency up to a fighting pitch and de- 
veloping and maintaining a mental alert- 
ness on the part of every member of 
the organization. 





Invited to Canada Meeting 


Three Insurance Commissioners Asked 
to Give Addresses at Forthcoming 


i" dente’ Canf. ce 





eee 


Three distinguished insurance super- 
intendents have been invited to address 
the annual meeting of the Association 
of Superintendents of Insurance of the 
Provinces of Canada at Winnipeg, Sept. 
6-8. Superintendent G. D. Finlayson 
of the Dominion of Canada has been 
invited to speak on “Cooperation in Re- 
spect of Insurance Legislation and Ad- 
ministration.” Superintendent Van 
Schaick of New York has accepted an 
invitation to give a talk. Insurance 
Commissioner Livingston of Michigan, 
president of the National Convention of 
Insurance Commissioners, has been in- 


vited. . 
Nominating Committee Named 
K. H. Mathus of the Connecticut Mu- 

tual, chairman of the life group of the 
Insurance Advertising Conference, has 
Submitted the following nominating 
commitiee to serve at the next conven- 
tion to be held in New York in Octo- 
ber: L. J. Evans, Register Life, chair- 
man; Sumner Davis and Seneca Gam- 
ble, Volunteer State Life. 





Hobbs Resists Merger of 
Kansas Life, Pyramid Lif, 


KANSAS CITY HEARING HEL) 


Kansas Commissioner Resents Being 
“Ignored” by Missouri Oficial 
in That Connection 


KANSAS CITY, MO., Aug. 18~A, 
long as he is insurance commissioner 
of Kansas, Charles F. Hobbs said, it 
will require a supreme court order to 
make effective the Kansas Life-Pyramij 
Life merger. He termed it an unfriendly 
act of J. B. Thompson, Missouri com. 
missioner, to ignore the nsas com- 
missioner when a Kansas company wa; 
involved, and to invite only Commis 
sioners Read of Oklahoma and Dulaney 
of Arkansas to the hearing Monday, z 
which the merger was authorized anj 
approved. He also charged that th 
Kansas Life’s policyholders would stané 
a $350,000 shrinkage of their surplus ij 
the merger became effective. 


Statement by Commissioners 


The commissioners who conducted the 
hearing, in a statement to policyholders 
of the Kansas company, said they were 
“satisfied that the interests of the 
policyholders of said companies are 
properly protected and that no reason- 
able objection exists” to the merger. 

Policyholders’ reserves under the 
merger will be the same. The Pyramid 
owns 90 percent of the stock of the 
Kansas Life, and as the surplus of a 
stock company belongs to its stock 
holders and not to its policyholders it 
contends that Mr. Hobbs’ objection on 
the ground that policyholders would 
lose by the transaction is not valid. 

Of the $300,000 the Pyramid will take 
from the Kansas Life surplus, $140,000 
is to be added to capital, making the 
capital of the merged companies $350; 
000 and surplus $150,000. Under its 
former ownership the surplus of the 
Kansas Life decreased $4,000 in 1928 
and $71,000 in 1929. Since the Pyramid, 
without one dissenting vote from stock- 
holders of either company, acquired con- 
trol, the surplus has increased from 
$388,000 in 1930 to $471,000. 

Four-fifths of the assets of the Pyr- 
mid are invested in Liberty bonds and 
the rest in municipal bonds and cash. 
When acquiring control of the Kansas 
Life, Pyramid officials considered $187, 
000 of the Kansas Life’s unsatisfactory 
and returned them to the persons from 
whom the company was acquired, sub- 
stituting cash. In face of the depression 
the Pyramid has not sold a security but 
has purchased additional ones. Econo- 
mies have been effected in the past two 
years by consolidating business offices 
of the two companies, and the merger 
will save approximately $50,000 at 
nually. 

The Pyramid is going ahead on the 
merger basis and has notified agents ' 
that effect. 

John G. Hoyt, president of the Pyre 
mid, has been in the life insurance bus 
ness 29 years. He was associated with 
the Missouri State from 1911 to 19° 
and successfully consummated the mer 
ger of the Hartford Life with that = 
pany, after a historic but friendly fs 
with Burton Mansfield, Connecticut 
commissioner. Mr. Hoyt organized the 
Pyramid in 1929. 


Would Remove Air Limits 


NEW YORK, Aug. 18.—Airplane i 
vel has proved its safety and it 's the 
for the life companies to take Rat 
extra ratings that they were po 
in imposing while commercial av ad 
was still in its experimental state, =f 
cording to C. E. Linz, first bie yr 
dent Southland Life, who trave ba 
tensively by plane himself. Some Le “A 
panies now include the risk of tray 
by air at no extra cost and the — 
ing companies should follow, he s# 
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Fraternals Hold 
to Own Principles 


Back Convictions with Million 
Dollar Advertising Campaign 
in Next 5 Years 


SOCIETY BENEFITS KEPT 


Plan to Tell Public Value of Legal 
Reserve Fraternal Policy—Stop 
Misrepresentation 


The annual convention of the Na- 
tional Fraternal Congress of America 
at Washington, D. C., last week revealed 
that the officers of the societies are still 
firm for the fraternal plan of operation, 
which includes the open contract, obli- 
gation and initiation of members, main- 
tenance of homes for the aged and 
orphans and hospitals and sanatoria for 
the members. So insistent was a large 
majority of the delegates that their form 


of life insurance, as now administered 
with legal reserves, is correct, they ap- 
proved a national cooperative advertis- 
ing campaign which contemplates spend- 
ing a minimum of $200,000 a year for 
the next five years. 


Vote Down Change 


_ Ordinarily the officers of the 83 affil- 
iated societies do not discuss the rela- 
tive merits of old-line and fraternal in- 
surance in their conventions except to 
emphasize the welfare service and the 
attainment of actuarial solvency, with 
the pointed inference that fraternal in- 
surance is better than old-line. But this 
year the subject was introduced by 
President George R. Allen, who com- 
mented on the open contract and con- 
version of societies into mutual com- 
panies in a manner that caused some 
to feel that he thought these subjects 
were proper for debate. He submitted 
a proposal for establishing lodges with- 
out membership obligation and with no 
dues into which the societies could place 
members written on a straight-out in- 
surance contract. One delegate declared 
that its adoption would be the death 
knell of the fraternal system. The rec- 
ommendation was voted down with a 
loud roar that made the few who were 
in favor sound very weak. 


Plan Cooperative Advertising 


The cooperative national advertising 
campaign was introduced in the presi- 
dents’ section by John C. Snyder, presi- 
dent Ben Hur Life Association, who 
headed a committee of society execu- 
tives that had been conferring with ad- 
Vertising experts, and discussion of the 
Proposition revealed what the leaders 
believe to be wrong with the fraternal 
svete. They stated that the societies 
ave reached the legal reserve basis and 
many have handsome surplus funds, and 
approximately 60 percent of their in- 
vestments are in government and mu- 
nicipal bonds, yet the public does not 
— that fraternal insurance is any 
— erent from what it was 20 years ago. 
ag executives claimed that in competi- 
—s — most of the old-line agents, 
-- w through willful misrepresentation 
: ecause of ignorance, cast doubt upon 
The oquaaneee of fraternal insurance. 
: he old to the open contract, not as 
=e Sure of extra or increased assess- 

nts in lieu of legal reserves, but to 
erevide a more flexible system of opera- 
— oe open contract is held by 
— . ¢ a safety measure over and 
my: © reserves. Most of the socie- 
ms Raye contracts of insurance pro- 
on = 2 some features written by the 
y Clal Companies, yet the public 

not know this. For these reasons 





the advertising plan received hearty 
support. 

The presidents’ section endorsed it 
and passed it on to the congress, which 
gave its approval in the report of the 
committee on resolutions. The campaign 
will not be handled as a congress mat- 
ter, but the sound societies invited to 
contribute on a basis of membership and 
insurance in force will be listed in the 
copy placed in general magazines and 
insurance journals of national circula- 
tion. Mr. Snyder was appointed chair- 
man of a committee to handle the cam- 
paign, which will emphasize both the 
solid insurance foundation of the fra- 
ternal societies and their welfare and 
benevolent service. 

A report of the committee on state of 
the orders and statistics submitted by 
J. E. Little, Maccabees actuary, dis- 
closed that the societies as a whole are 
still losing adult members as a result 
of the readjustment campaigns of the 
last two decades, but that juvenile mem- 
bership is growing and there is much 
activity in the junior lodge departments. 
The committee’s report also showed that 
the assets of societies continue to grow, 
resulting in more surplus above the re- 
serves, even though the membership 
declines. 

Securities Classified 


On account of the investment situa- 
tion during the past year the fraternal 
societies have been boasting about their 
superior class of securities. State laws 
restrict closely the kinds of investments, 
and the committee presented a tabula- 
tion showing that the $750,000,000 of 
congress society investments are as fol- 
lows: Real estate, 4.2 percent; mort- 
gages, 22.9 percent; government and 
municipal bonds, 64.1 percent; stocks, 
1.1 percent; policy loans, 4.2 percent; 
other assets, 3.5 percent. 

Dora Alexander Talley, national sec- 
retary Woodmen Circle, submitted the 
report of the general welfare commit- 
tee, in which she detailed the extra 
benevolences of the societies, such as 
hospitals and sanatoria, homes for the 
aged and orphans, and relief and educa- 
tional funds. One of the points empha- 
sized was that during the depression 
thousands of local lodges have paid the 
insurance premiums of members out of 
work, thus reducing the lapsation of 
insurance that would ordinarily be the 
result. 

Few New Laws 

The legislative report of Arthur W. 
Fulton, chairman of the statutory legis- 
lation committee, revealed that few new 
laws affecting fraternal societies were 
enacted in the past year, and with legis- 
lators searching for new sources of rev- 
enue the societies had been able to 
maintain their exemption from taxation. 

Several of the recommendations of 
President George R. Allen received 
prompt approval, as follows: 

1. Legislation by the states to make 
it an offense punishable by fine or im- 
prisonment to circulate false statements 
or rumors concerning the standing of a 
fraternal society for the purpose of in- 
ducing a person to cancel his insurance. 

2. Amendments to state laws to in- 
clude fraternal insurance societies in the 
statutes against “twisting” of life insur- 
ance. 

3. Approval of the Speakman juve- 
nile insurance bill, a measure already on 
the statutes of 10 states, which permits 
the societies to write juvenile business 
without the restrictions of the old N. 
F. C. juvenile bill. 

4. To enlarge the facilities and serv- 
ice of the congress headquarters office 
in Chicago, to include more effective 
legislative service. 

5. To participate in the Century of 
Progress Exposition in Chicago next 
year. 

Juvenile Departments Thrive 


A large portion of the time was given 
to juvenile insurance and the activities 
of junior lodge departments. This is the 
thriving feature of fraternal operations 
today. A statistical report on fraternal 
juvenile insurance showed remarkably 

(CONTINUED ON PAGE 18) 
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A Story to Warm The 
Cockles of Your Heart 


VICE-PRESIDENT recently read to a con- 

ference of New York Life Officers a 
letter from the widow of a policyholder 
whose policy had lapsed. She wrote: “J 
know he had to let it lapse ... he could 
hardly get enough money to buy bread for 
us...1l amawidow with four children... 
I have not a dollar and no job.” ... 


There was a moment of gloomy silence. 
Then the Vice-President said, “Extended 
Insurance was in force. We shall pay 
$5,035.58.” There were exclamations and 
— relief. The Chairman clapped his 
ands! 


After receiving her check, the widow 
wrote: “J could hardly believe my eyes... 
a check for $5,035.58 ... No one but a pen- 
niless widow can tell you what this check 
means to me...I hope to be able to educate 
each one of these children ... Best of all, it 
has enabled me to keep my children together 
... at home.” 


(The insured was notified that extended 
insurance would run to Dec. 8, 1933, but 
apparently had not told his wife.) 


How fortunate for this family that 
the agent recommended a life pol- 
icy and not term insurance. 


NEW YORK LIFE 


INSURANCE 
COMPANY 
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NEW YORK, N. Y. 
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THE men who direct the destinies of an 

institution are as important an indica- 
tion of its strength as 
are the figures of its 
financial statement. 


F. A. CHAMBERLAIN 


Chairman of the execu- 
tive committee, First 
National Bank of Min- 
neapolis. An NwNL Di- 
rector and member of 
its executive and finance 
committees since 1905. E. W. DECKER 
President of the North- 
west Bancorporation 
and of the Northwestern 
National Bank of Min- 
neapolis. An NwNL 
eraser and ae of 





ait ~ 1905. Cc. T. JAFFRAY 


President of the “‘Soo Line” 
Railway and Chairman of 
the Board of the First Bank 
Stock Corporation. An 
NwNL owe wd and member 
of its d fi 
committees since 1905. 





THEODORE WOLD 


Vice President, North- 
western National Bank 
and formerly Governor 
Federal Reserve Bank, 
Ninth District. An 
NwNL Director and 
member of its execu- 
tive and finance com- 
mittees since 1926. 


E. L. CARPENTER 


President of Shevlin, 
Carpenter & Clarke Co., 
nationally known whole- 
sale lumber dealers. 
Also President, National 
Association of Lumber 
Manufacturers. An 
— Director since 


A. F. PILLSBURY 


Treasurer, Pillsbury Flour 
Mills Company, known all 
over the world. A Director 
of NwNL since 1924. 


THOMAS F. 
WALLACE 


President, Farmers & 
Mechanics Savings 


ne a }.. d ue ° , 

rancisco. n Nw 

oe gle gee 2 F. T. HEFFELFINGER 
of its executive and President, F. H. Peavey 
finance committees Company, largest grain 
firm in the world. A 
Director of NwNL since 
July, 1928. 


since 1924. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
STRONG pene, 


President, Northwestern Na- 
tional Life. A Director and 
member of its executive and 
finance committees since 


LIBERAL 1925. 








Persistency Seen 
As to Disability 


Companies Find That Claim Fre- 
quency Has Decreased 
Somewhat 


SIMPLE LIFE HAS EFFECT 


Agents Find Sales Arguments for In- 
clusion of the Clause in Policy 
Are Weakened 


NEW YORK, Aug. 18.—Life com- 
panies have been watching very care- 
fully the claim ratio on total and per- 
manent disability this year. So far as a 
sales proposition is concerned disability 
is practically eliminated. With the pres- 
ent exactions and with so many com- 
panies discouraging the use of the clause, 
agents are not pressing it. Many are 
advising their assureds not to take it 
in connection with life insurance but 
to go to some accident and health com- 
pany and get a separate contract. 

There are some interesting phases in 
disability claims this year that are in- 
teresting. The frequency of claims has 
decreased. The persistency of claims 
has increased. It is more difficult to get 
a new claim established. Claim men 
have become intuitive almost in “smell- 
ing smoke.” If they feel that a claim- 
ant is endeavoring to impose on a com- 
pany, if they sense any misrepresenta- 
tion or deceit it is almost impossible for 
the policyholder to make a dent. 

More Claims Being Turned Down 


Therefore, more claims are being 
turned down. This may cause prejudice 
and breed a certain amount of litigation. 
However, many companies are not seek- 
ing to establish a reputation for undue 
liberality so far as disability is con- 
cerned unless they feel the case is a 
perfectly honest one. In short they are 
adjusting these claims strictly accord- 
ing to contract. The old time liberality 
is gone. However, it is found that the 
old cases continue. When a claimant 
is receiving disability payments he clings 
like grim death to the monthly check. 
It is mighty difficult even where a per- 
son has overcome his disability in whole 
or in part to prove that he is able to 
take up a gainful occupation. 


Reserve Is Increased 


Companies’ writing | noncancellable 
disability insurance have found during 
the first six months it has been neces- 
sary to increase their reserves materially 
on cases that they have under estimated. 
In a number of these instances, the com- 








Insurance Agents at “i 
Head of Buyers’ List 


———__ 








Insurance agents are once again at 
the head of the list of large policy buy- 
ers, according to a study made by the 
Lincoln National Life the past month, 
Following insurance agents in close 
order retail dealers are in second place 
and those engaged in office work oc- 
cupying third position. Owners of 
businesses were desirable prospects for 
large policies as judged by the results 
of the survey. Other occupations show- 
ing a fruitful source of prospects for 
agents to concentrate on in addition to 
the above are: Proprietors of printing, 
publishing, and engraving companies, 
real estate agents, butchers and meat 
dez ers, ice dealers, physicians and sur- 
geons, accountants, wholesale dealers, 
salesmen, college presidents and profes- 
sors, hotel managers, dentists and stu- 
dents. 








panies felt that recovery would soon be 
brought about or the case could be set- 
tled for a lump sum and a release got- 
ten. However, it is found that where 
a policyholder has a steady income he 
is not to be dislodged unless very heroic 
means are taken. Companies find it 
more difficult therefore to get rid of 
claims on their books. 


Depression Had Salutary Effect 


The fact that there is less frequency 
so far as disability claims are concerned 
is due partly, at least, to the greater 
care that policyholders are taking of 
themselves physically. The depression 
has had a salutary effect in many re- 
spects. It has slowed people down. It 
has forced them to live on lower levels 
and seek less expensive and simpler 
ways of existing. They are not visiting 
speakeasies and night clubs to the ex- 
tent that they had. Liquor is entirely 
too expensive and they are cutting it 
out or reducing the amount they buy. 
The lessened number of automobile fa- 
talities would seem to indicate that 
there are fewer people traveling or they 
are becoming more careful. They are 
not playing around at night after hav- 
ing been at “booze parties.” This 
more normal and quiet mode of living is 
having its effect on health. Experts 
declare that the slowing down process 
will do much to ward off potential 
claims. 


Governor Appoints Williams 


Governor White of Ohio has ap- 
pointed C. F. Williams, president the 
Western & Southern Life, as a member 
of the committee authorized at the spe- 
cial session of the legislature “to study 
the subject of tax and mortgage delin- 
quencies and foreclosures with reference 
to homes, farms and small business 
properties.” 


Keep your name in the public eye wit! 
National Underwriter Calendars. 








Life June 30 Statement F igures | 





Capital 
Acacia Mutual 
Aetna Life 
Afro-American, 
Continental, Mo. 
Federal Life, lll 
Guarantee Mut., 
Gulf Life, Fla. 
John Hancock 
Interstate, Tenn. 
Mass. Mutual 
Mass. Protective 
Missouri State 
National Life, Vt 
New York Life 
Pan American 
Paul Revere 
Peninsular, Fila. 
Oo es Life oe Acc. 
Prudentia 
Rockford ‘Lite, a , 
Security L. & T. N. ‘c. e 
Washington Nat., Ill... 


300,000 
5,000,000 


$00 000 





Assets 
46,442,378 $ 
441,378,465 
753,427 6,0 ‘ + 
17,464,698 2,399,1¢ 
9 310,055 


(As Filed with Georgia Insurance Department) 


6 Mos. 6 Mos. 
Income Dis burs. | 


Surplus 
1,836,513 $ 6,193,141 $ 
9 2 025 


2, 209, 695 


360,057 2,801,851 
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Merle Thorpe in Tribute to Insurance | 








Merle Thorpe, editor of “Nation’s 
Business” and one of the foremost ad- 
yocates of keeping government out of 
business, paid tribute to insurance in a 
recent address. 

Mr. Thorpe said that insurance is gen- 
erally regarded as sort of an unroman- 
tic drudge—‘“a figurative servitor as lit- 
eral as death and taxes and, therefore, 
nothing to stir up your imagination and 
day dreaming.” Yet, Mr. Thorpe 
pointed out, one-eighth of all the wealth 
of the country is in life insurance; it 
touches life at more points than any 
other economic enterprise; it tirelessly 
keeps the basic industries consistently 
basic. 

The payment of $3,600,000,000 for life 
insurance last year is not to be written 
off as expense, he pointed out. A large 
part of the premiums are carried on the 
books as an investment. 

Explodes Old Theory 


The theory that the rich east drains 
insurance money from other sections of 
the country is exploded, Mr. Thorpe 
declared. He quoted from figures pre- 
sented at the annual meeting of the Life 
Presidents Association showing that 38 
cents from the insurance dollar is in- 
vested on the Atlantic coast; that nearly 
47 cents goes tto the central states, 10 
cents to the Pacific Coast and little less 
than 6 cents to the territories, Canada 
and elsewhere. “In fact,” he said, “there 
is more insurance money paid in by the 





east coast than is invested in that sec- 
tion.” 

The life insurance dollar, Mr. Thorpe 
pointed out, supports the fundamental 
economic needs of American life. When 
the railroads were expanding, they were 
financed by insurance money. When 
the world went to war, the insurance 
companies lent money to the govern- 
ment to the extent of nearly one billion 
dollars. In overcoming housing short- 
age, the life insurance dollar flowed into 
channels contributing to the productive- 
ness of the nation and the comfort of 
the people. Through life insurance pre- 
miums we are today lending the farm- 
ers nearly $2,000,000,000. 


Associated With Public Health 


Insurance is inseparably associated 
with public health. The life insurance 
dollar has done much to prevent disease 
and lengthen life, he said. 

Another by-product of life insurance 
which is mounting in importance is pen- 
sions and annuities, Mr. Thorpe de- 
clared. “While some of us are agitating 
state insurance for old age,” he said, “I 
believe we should allow our insurance 
companies to develop this field which, 
to my mind, would be more satisfactory, 
more economical in the long run and 
fairer to the individual than any system 
of government pensioning.” 

Insurance men are the hardest work- 
ers in the army of American business 
salesmen, he said. 














Drops 3rd Notice 
After Review of 
Premium Payment 








KANSAS CITY, MO., Aug. 18.—The 
National Fidelity Life has made an in- 
teresting study of premium payments to 
determine when the premium was paid 
in relation to its due date. The primary 
object was to discover whether third 
notices might be eliminated. In view 
of the figures (18.37 percent paid on 
second notice the current year, and 24.49 
percent in the preceding two years) the 
company considers an experiment in 
this direction justified. The first notice 
will be sent 15 days before due date 
and the second (and last) 15 days after 
due date. 


Experience Detailed 


For the current year, it was discov- 
ered, 3.28 percent of premiums were 
paid before first notice; 34.3 percent on 
first notice; 18.37 per cent on second; 
27.94 on third, and 16.11 after the end 
ot grace period. The company’s prac- 
tice On premium notices has been: First 
notice, 30 days before due date; second, 
seven days after due date; third, 20 days 
alter. 

With the 50 percent increase in postal 
rates, the reduction in the number of 
notices trom three to two will save $800 
a year on postage alone. 


Professional Men Erratic 


Other factors revealed by the study 
are that (1) teachers pay on time when 
due date falls between November and 
April, but very irregularly when it falls 
at other times; (2) professional men, 
Probably because of lack of cultivation 
and because they usually have to wait 
on customers to pay them and there- 
fore get into the habit of doing the 
same with their own bills, are very er- 
ratic in payment; (3) there is a pro- 
nounced tendency on the part of old 
policyholders to wait until the end of 
= grace period, and (4) Iowa farmers 
OL etter pay than those in Kansas and 

klahoma, possibly because Iowa farm- 
ers diversify crops, while those of Kan- 


Sas and Okl or ; 
wheat. ahoma stick largely to 





May Start Another Action 


Many Complaints on Part of Policy- 
holders of the Old Colony 
Life of Chicago 








Attorney George D. Kimball of Chi- 
cago, One La Salle Street building, who 
brought petition for a receiver for the 
Old Colony Life of Chicago, on behalf 
of two policyholders, who were unable 
to secure payment of policy loan and 
surrender value, states that he will ini- 
tiate another action in the near future. 
The court denied the petition on the 
ground that tender of the amount 
claimed was made in open court. At- 
torney Kimball, however, declared that 
this did not satisfy the policyholders 
and a continuance was given until the 
last week in September when arguments 
were to be held on a demurrer. In the 
meantime complaints are being made 
from all sections in which the company 
operated to the effect that policyhold- 
ers have been unable to secure money 
due them. In fact, death claims have 
not been paid. Attorney Kimball states 
he has been visited by a number of pol- 
icyholders who have not able able to 
secure the amount due them. 

The Illinois insurance department is 
now examining the Old Colony Life 
and has had investigators in the office 
since Aug. 1, going over the records 
thoroughly. 


Delay Oklahoma Southern Action 


OKLAHOMA CITY, Aug. 18— 
Whether or not the insurance commis- 
sioner necessarily should be made a 
party in an application for receiver, to- 
gether with minority stockholders of the 
Oklahoma Southern Life, or whether 
such stockholders may proceed inde- 
pendly for such receiver, is a question 
before the district court here. After 
three district judges had heard different 
angles of the matter for more than a 
week, the court ordered the case 
briefed and will render a decision later. 

The commissioner has been given 


jurisdiction over companies and organ- 
izations in Oklahoma, but it has never 
been judicially determined whether he 
should be a party to actions for re- 
ceiver if certain stockholders should feel 
that such action should be taken. The 
pending case is likely to settle this point. 





INTRODUCING THE 
MIDLAND MUTUAL 

PERSONAL LIFE 
INCOME PLAN 







Here is an annuity contract that is proving a real business getter for Midland 
Mutual Life representatives. 


Contract (for example) issued at age 35 
Matures at Age 65 
Annual Deposit $300.00 (can be paid semi-annually or quarterly) 


Total Cash Settlement at Age 65—$18,719.85 
Includes guaranteed value of 
14,427.00 plus dividend accumulations of $4,292.85) 


Or Monthly Income for Life 
Option (a) for 120 months or as long as annuitant lives 
thereafter—$142.44 per month [includes $109.77 guaran- 
teed and additional from dividends of $32.67). 


In addition to the above there is an average excess 
interest of $9.47 per month for the first ten years. 


Option (b) Total monthly income of $139.44 per month [in- 
cludes $107.46 guaranteed and additional from dividends 
of $31.98) paid until the total income equals the cash value, 
and as long thereafter as the annuitant lives. 

Option (c) pays $163.83 per month [includes $126.27 guar- 
anteed and $37.56 additional from dividends) as long as the 
annuitant lives and terminating with the last payment pre- 
ceding death. 


Premium deposits may be discontinued beginning at the age of 50 on any 
pow > ees up to the age of 70. Then one of the above options may 
e elected. 


Liberal settlement also made to the beneficiary in case of death of the 
annuitant. 


No medical examination required. 


This annuity shows a net return on the investment of 334°/, compounded an- 
nually at the end of 15 years; 4!/,°/, compounded annually at the end of 20 
years and 434°/, compounded annually at the end of 30 years. 


If you desire further information concerning this new Midland Mutual annuity 
address THE AGENCY DEPARTMENT. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


THE NATIONAL 


UNDERWRITER 


August 19, 1932 
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FIRST 


Wliere They Know Us Best 


at 


The policyholder’s chief interest is in the 
benefits paid under policy contracts. 


It is particularly gratifying, therefore, to 
find that among the leading 25 Old Line or 
Stock Companies (excluding industrials) 
where we are best known, the B. M. A. leads 
in benefits paid to policyholders under Acci- 
dent and Health policies in 1931. 


In the following states the B. M. A. ranks 
FIRST in Accident and Health benefits paid: 


Amount 
Paid in 1931 
. $203,371.00 
129,057.00 
177,599.00 
315,613.00 
120,231.00 
51,430.00 


$3,321.00 
20,270.00 


State 
Missouri 


And among the same leading old line or stock com- 
panies, the B. M. A. ranks SIXTH in the U. S. A. with 
$2,363,969.00 Paid in 1931 


an 


Business Men’s 
Assurance Company 


W. T. Grant, President 


a 


MORE THAN $27,500,000.00 PAID IN BENEFITS 
SINCE ORGANIZATION 











Books That Every Life Man 
Should Know and Digest 





A. R. Jaqua of Cincinnati, associate 
editor of the “Diamond Life Bulletins,” 
published by THE NATIONAL UNDER- 
WRITER, was asked by the editorial de- 
partment to recommend five or ten 
books that he thought were highly 
necessary for a life insurance man to 
have close at hand to read and possibly 
reread, Mr. Jaqua has replied to the 
assignment. The books recommended 
can be purchased through THE NATIONAL 
UNDERWRITER book department. Mr. 
Jaqua’s reply to the request is as fol- 
lows: 

“At various times we have been asked 
to recommend five books, or ten books, 
or a library similar to Dr. Elliott’s five- 
foot shelf, that would be of most value 
to a life underwriter. 

“I don’t believe that question can be 
answered without taking into considera- 
tion factors such as (1) the agent’s pre- 
vious background, (2) his past educa- 
tion and general reading, (3) his gen- 
eral attitude toward study, (4) his ulti- 
mate capacity—that is, whether he has 
enough ability to eventually specialize, 
(5) whether he needs something that 
will put a little money into his pocket 
right now, or whether he wants to build 
background. 


Books Recommended 


“Nevertheless, we have in the past, 
and are quite willing now to select a 
list of books which should probably be 
in the library of every man who intends 
to do anything with life insurance. The 
books are not arranged in order of ex- 
cellence, of course. 

. ‘Life Insurance’—by Huebner. 

. ‘Life Insurance’—by Maclean. 

. ‘What to Know About Life Insur- 
ance’—Duryea. 

. ‘Business Insurance-—Leon G. 


imon. 
. ‘Wills’—by Gilbert T. Stephenson. 
. ‘An Insured Investment’—John P. 
Davies. 
7. ‘Wills, Trusts and Estates’—James 
L. Madden. 


8. ‘What to Say’—Duryea. 
9. ‘Selling Life Insurance’—John A. 
Stevenson. 
10. ‘How to Get Action’—Duryea. 
11. ‘The Sociology of Life Insurance’ 
Edward A. Woods. 
“These are the ‘purely life insurance’ 
books. To these we would add: 
12. ‘How to Win an Argument’—Busse 
& Borden. 
13. ‘Strategy 
Webb & Morgan. 
14. ‘Low Pressure Selling’—Worsham. 
15. ‘A Fortune to Share’—Vash Young, 


Additional Recommendations 


“You will note that the word ‘Pros- 
pects’ does not occur in any of the above 
titles, neither does “Time Control’ or 
‘Personal Efficiency and Planning,’ nor 
‘Life Insurance as an Investment.’ Yet 
certainly, these are all important sub- 
jects to any life underwriter. That is 
why any list of books recommended to 
life insurance men is incomplete with- 
out the addition of material reprinted 
from the Diamond Life Bulletins and 
put out in book form. Therefore, I 
would add to the above list: 

16. ‘Prospects’-—Diamond Life Bulle- 

tins. 
17. ‘Personal Efficiency & Planning’— 
Diamond Life Bulletins. 

18. ‘Life Insurance as an Investment'— 
Diamond Life Bulletins. 

19. ‘Settlement Options’—Diamond 
Life Bulletins. 

20. ‘Closing’—Diamond Life Bulletins. 

21. ‘The Sale’-—Diamond Life Bulle- 

tins. 

“I would have left out any reference 
to the Diamond Life Bulletins, in recom- 
mending reading, were it possible to do 
so and still be honest. But the material 
contained in the six books mentioned 
above is not available elsewhere and it 
is of overwhelming importance. I should 
add to the above list the booklet ‘De- 
pression-Proof’ by our own Abner 
Thorp, which, even though it costs but 
a dime, I believe to be fundamental.” 
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Inability to Prove 
Suicide Creates a 
Serious Situation 














Suicide cases are proving very serious 
for the life companies, as is well known, 
especially on the larger policies. Suicide 
can seldom be proved, or where it is 
beyond doubt, the policies are usually 
past the contestable period. 

The actuary of a southern company 
relates some of his company’s experi- 
ences. A _ policyholder carrying more 
than $250,000 insurance proposed to the 
companies whose policies he held that 
they advance him one-fourth of the 
amount of insurance. Naturally, the 
proposal was declined, but the compa- 
nies got together and had him watched. 
On the last day of grace of one of the 
larger policies an “accident” converted 
all of his policies into claims. 

A policyholder who carried $25,000 on 
joint survivorship with his wife wired 
the company asking if it would set aside 
$500 of the policy to cover his funeral 
expenses. The situation was easy to 
read—a quarrel with his wife, a threat 
of suicide, and a counter threat that she 
would not pay for his burial. A tele- 
gram was dispatched, saying the matter 
was being considered and that a letter 
would follow, the idea being to delay 
whatever he might contemplate until 
possibly he would get into a better state 
of mind. The letter explaining the situ- 
ation was dispatched, showing the dis- 
posal of the proceeds was then beyond 
the power of the company. Upon re- 
ceipt of the letter the policyholder called 





his wife on the long distance telephone 
so that she would hear the shot, and 
then put a bullet through his head. She 
was as good as her word and he was 
buried in a pauper’s grave. She refused 
to use any of the $25,000 from his life 
insurance for his burial. 

Another policyholder with life insur- 
ance of $70,000, including double indem- 
nity, had a minor accident to his foot. 
A few days later his car crashed into a 
train and he was killed. The theories of 
the accident were that he had been 
standing at the crossing with his 
bandaged foot on the clutch and the car 
in gear and that the foot slipped off the 
pedal, sending the automobile into the 
train. Up to that time his financial con- 
dition had not been under suspicion. It 
took close and careful investigation and 
a month’s time to develop the fact that 
not only were his personal affairs much 
involved, but the bank of which he was 
cashier was a mere shell. 

In none of these cases did the com- 
panies have any defense to the claims 
on the life policies. 


Revised Edition Is Issued 


The McGraw-Hill Book Company is 
sues the third edition of “Life Insur- 
ance” by Associate Actuary J. B. Mac- 
Lean of the Mutual Life of New York. 
The price of the book is $4. This gives 
chapters on the organization of life com- 
panies, kinds of life policies, their uses, 
mortality table, premium rates, reserves, 
different reserve systems, group insuf- 
ance, industrial insurance, aspects of life 
insurance, insurance of substandard 
risks, etc. It is a most valuable work. 
It is sold by THe NationaL UNDE 
WRITER. 
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Value of Renewals Cause 
of Great Concern in Field 





General agents of this country are 
much concerned over the great tide of 
policy loans and resulting lapses and 
cancellations, not solely because they 
are losing present commissions as every 
policy goes off the books, but also be- 
cause this shakes their faith in one of 
the foundation stones of their business, 
the value of their vested interest in re- 
newals. 

One man’s guess as to the valuation 
of business from now on is as good as 
another's, and experience may show 
everybody wrong on the red side of the 
ledger—or, to be optimistic, just the 
other way around. 


Going Off Books Fast 


One great company last year put a 
huge amount of business on the books, 
yet it suffered a net loss in force of 
about 17 percent. Many general agents 
truly are worried over the prospects. 
They feel that they are on the quick- 
sands. The factor which they have con- 
sidered for years the most stable in their 
business, an element which they had 
felt was almost as immutable as the 
mortality table itself, has proved unreli- 
able in the present emergency. There 
literally is no way of telling today with 
any degree of accuracy how much money 
eventually will be realized on brokers’ 
and agents’ business. 


Basis for Brokers’ Renewals 


In the past many general agents have 
employed a factor of 15 percent in buy- 
ing brokers’ renewals—in other words, 
allowing three full years’ renewals, or 
paying 65 percent flat in a 50 percent 
graded commission company. Agents’ 
business usually has been considered 





worth more in view of the fact the gen- 
eral agent has better control over it. 

One large company figures renewals 
of agents’ business 5 percent for 4.7 
years, or 23.5 percent in a lump sum, 
present value. For the general agent 
who pays 15 percent, this leaves a the- 
oreticai margin of safety of 8.5 percent. 

The Life Insurance Sales Research 
Bureau has recommended to managers 
a 15 percent second year lapse factor, 
5 percent the third year and 3 percent 
thereafter. However, when a great, 
highly organized company can dump all 
its new business into the maw of lapses, 
cancellations, terminations and surren- 
ders without satisfying its appetite, gen- 
eral agents are beginning to wonder 
where they will come out. 


Not Buying Renewals Now 


There are many general agents this 
year who are refusing to buy brokers’ 
renewals. Most of them several months 
ago ceased making advances except to 
a select few agents actually producing 
good business, and then only for an 
amount for which the business sold and 
paid for would serve as collateral. With 
the present uncertainty as to that col- 
lateral value, general agents are at a 
loss which way to turn in holding their 
staffs. 

A graphic illustration of the problem 
is presented by the experience on bro- 
kerage renewals of a nationally known 
general agent who is considered highly 
successful. The tabulation shows in the 
second column total amount paid for 
brokerage renewals in year indicated, 
and in last column total amount realized 
on them to date. It will be noted the gen- 
eral agent now stands $1,267 ahead and 





on later years further renewals will be 
realized. Yet the tabulation clearly in- 
dicates the persistently downward trend 
of return. 


Tabulation of Returns 





Year Brokerage Return 
0 re $ 3,015.82 $ 5,018.46 
BE eevcescesnccese 1,416.57 1,650.99 
Dn eeeevessee sens 2,554.86 3,851.77 
BE ouccoetscvsesuete 1,076.86 1,290.80 
nn £9s00see0e88006 1,496.93 704.98 
ED ecsccesoceenses 617.49 98.11 
? esesseceoessees 994.82 277.89 
BEL .ceescvcvesdeces 459.46 7.38 
WOOD ccccedccves $11,632.81 $12,800.38 


It may be noted that this general 
agent no longer is buying any brokerage 
renewals. 

For years the general agency business 
has been built on confidence in renew- 
als. Companies would start a man with 
some financial assistance, but with pro- 
vision for this to terminate after several 
years. Experience showed that an 
agency could become self-supporting in 
upwards of five years, so the general 
agent then could pay office expenses and 
finance agents modestly. 

General agents now are between the 
upper and nether millstones, for if the 
present rate of lapsation continues, much 
of the business against which they now 
have claims under assignment of renew- 
als, judgment notes, etc., covering past 
advances, will go off the books, in some 
cases perhaps breaking the general 
agents. Yet a certain amount of finan- 
cing of agents is essential; otherwise, 
staffs will be disrupted and the general 
agents will be forced out of business by 
decreased production and generally in- 
soluble financial problems. 


Maximum Loan Riddle 


No one seems to be able to give any 
enlightenment on the percentage of max- 
imum loan policies which will expire. 
The formula based on prior experience 
is admittedly of questionable value. The 
same applies to policies bearing less than 
maximum loans. If financial troubles of 
the country continue, equities easily 





may be eaten up by renewal premiums 
and loan interest. It is unquestioned 
that a huge proportion of maximum loan 
policies will become void. Rewriting 
appears the only solution and agencies 
are devoting much time to this that oth- 
erwise might be devoted to new busi- 
ness and keeping the prospect list alive. 

The older agencies with policies of 
large values of course have been most 
seriously affected. It is unfortunately 
the truth that a great many of these 
older general agents who thought they 
had built to a point where they could 
take it easy the rest of their lives are 
having to work harder than ever to hold 
their business. 


Initiative Up te Companies 


Many general agents believe the com- 
panies should take the initiative in sal- 
vaging this maximum loan business. 
With many, the business is going off 
the books faster than they can put it 
on, and any time spent on service and 
conservation merely increases the dis- 
parity, some say. The primary function 
of agencies, they believe, is to sell new 
business. Second comes working in co- 
operation with home offices in definite 
conservation programs prepared by the 
companies. 


New Funeral Outfit 
LANSING, MICH., Aug. 18.—Var- 


ious forms of funeral benefit association 
projects, some bordering on the racket 
classification, have been giving the 
Michigan department trouble recently. 
The latest such embryonic carrier is the 
“People’s Guild” of Grand Rapids. The 
department has displayed a justifiably 
hostile attitude toward this promotion, 
has blocked temporarily, at least, its ef- 
forts to get a charter as a “non-profit” 
corporation through the secretary of 
state’s office, and is now asking an opin- 
ion from the attorney general in an ef- 
fort to put a permanent quietus on the 
scheme. The promoter is one Ben Sum- 
mer, 
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Trade Mark Reg. U. S. Pat. Off. 


The NATIONAL LIFE and ACCIDENT INSURANCE CO., Inc. 


Over Three Thousand 
SHIELD MEN 


of The National Life & Accident carry a varied line of 
Income Protection Accident and Health Insurance in 
addition to their life policies. Such a comprehensive kit 
gives Shield Men an advantage—it enables them to care 
for the insurance needs of every person and place not 
only life insurance but also accident and health in this 
one company. 


The National Life and Accident is an important factor 
in the accident and health business. It has been writing 
this form of insurance for 30 years and today ranks third 
on accident and health premium income. Industrial and 
Ordinary and monthly accident and health insurance is 
written, 


It pays to be a Shield Man. 


Nashville, Tennessee 
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Boys’ Insurance 


Many underwriters are finding a steady market 
among the young sons of policyholders. These 
fathers desire to assure that in the far ahead years 
their sons shall have a similar resource, if such a 
period as this should come again. A New York 
City newspaper, whose name we do not know, 
sometime ago said this :— 


If boys are wise they will begin insurance as soon as 
they begin to earn. A young man who thus looks forward, 
who is thus provident, is the kind of young man that a girl 
may trust with her future. ‘‘Say it with insurance”’ is 
sounder love than merely saying it with flowers and ice 
cream. To save some of your money for a girl is better than 
to spend all of your money on a girl, and, of the various 
forms of saving, insurance is the best. It is best because 
your money is invested by those who know how best to in- 
vest it. It is best because you pay the money, not only when 
you feel like it, but regularly, as you pay rent or any other 
obligation. It is best because it lays a safe foundation for 
your financial future. 


THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 


Independence Square 























ORGANIZE— 
‘‘to get into working order’’ 





Present-day conditions demand 
that the underwriter who desires to 
maintain production at a satisfactory 
level, be properly organized. 


The Interview Schedule, Prospect 
Bureau and Organized Sales Pres- 
entations provided by the Company 
have helped Guardian producers to 
organize their sales machinery on a 
result-getting basis. 


THE GUARDIAN LIFE 


“ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - - NEW YORK CITY 
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Life Insurance Record 
For First Seven Months 





NEW YORK, Aug. 18.—Life insur- 
ance for the first seven months of the 
year was 15.3 percent below the figure 
for the same period of last year, and 
July business as 23.5 percent below the 
July, 1931, figure, the Life Presidents’ 
Association reports. 

For the first seven months, the total 
new business of companies was $5,711,- 
137,000 this year against $6,743,672,000 
last year—a decrease of 15.3 percent. 
New ordinary insurance amounted to 
$3,747,961,000 against $4,556,065,000—a 
decrease of 17.7 percent. Industrial in- 
surance amounted to  $1,568,972,000 
against $1,644,991,000—a decrease of 4.6 





percent. Group insurance amounted to 
$394,204,000 against $542,616,000—a de. 
crease of 27.4 percent as compared with 
last year. 

For July, the total new business of 
all classes written by these companies 
was $692,113,000 against $905,042,009 
during July of 1931—a decrease of 235 
percent. New ordinary insurance 
amounted to $448,488,000 against $605, 
628,000—a decrease of 25.9 percent. Ip. 
dustrial insurance amounted to $206,641, 
000 against $253,228,000—a decrease of 
18.4 percent. Group insurance was $36,- 
984,000 against $46,186,000—a decrease 
of 19.9 percent. 








OBSERVATIONS 


in the Life Insurance Field 





One of the most embarrassing and 
unsatisfactory moments in the career 
of a life man is to be asked these days 
concerning companies that may be in 
some difficulty with their investments. 
The life agent with a keen conscience 
wants to give sincere and intelligent 
advice. He certainly is not endeavor- 
ing to disturb the minds of policyhold- 
ers. He wishes to do the right thing. 
A man has a policy in a company and 
he has heard reports about it that trou- 
ble him. He feels that he cannot afford 
to take chances. While the life of a 
legal reserve company is full of vitality 
and such an institution can be kicked 
and battered down yet arise and walk, 
yet there are degrees of vitality. It had 
been the hope that legal reserve life 
insurance could pass through this or- 
deal without a company going into the 
hands of a receiver. Such has not been 
the case. Where a company is honestly 
and capably managed, even though it 
may be momentarily confronted with in- 
vestment problems, if given time, the 
officials can work it out successfully. 
There are many life insurance men who 
are not advancing information to pol- 
icyholders about any company subject 
to report but where the question is put 
directly to them it is often difficult to 
make a reply that is satisfactory and 


do justice to all. 
x * * 


A general agent who thinks that as 
a rule the average life insurance men 
have been overworked on education and 
declares that too much time has been 
given to try to convert the plodder into 
an expert on income tax, trusts, in- 
heritances, making wills and other tech- 
nical features, asserts that he is through 
with endeavoring to build an organiza- 
tion entirely on so-called top notchers. 
He has had the greatest success in put- 
ting on men who have been in the lower 
walks of life but who have learned to 
work and are not afraid to put in long 
hours. Where a man has been accus- 








Louisiana Seeks Revenue 


States are getting hungry for reve- 
nue. Much income has been cut off 
and hence they are looking around for 
more sources. Louisiana, for example, 
has called on companies to pay delin- 
quent taxes, if any, under the retalia- 
tory laws of the state for 1929 to 1932 
inclusive. The expense of getting up 
this information is greater in many cases 
than any possible return. The retali- 
atory law in Louisiana was enacted in 
1898. The attorney general gives an 
opinion that it is still in force, although 
doubt rests on the matter due to a re- 
cent amendment to the law governing 
taxation of insurance companies. 





tomed to manual labor, saving money 
and working hard, if he can get walking 
naturally in the path of life insurance 
and has the ability to sell he will prob- 
ably make a success. This general agent 
the other day put on a man who had 
been connected with a train crew. He 
is producing systematically every week. 
A few weeks ago he employed a taxi- 
cab driver and he is giving a good at- 
count of himself. He is seeking men 
who have been working in the lower 
levels and made good in a humble 
sphere. 


Two Departments Combined 


Earl E. Smith, educational director 
for the Equitable Life of Iowa, has com- 
bined his department with the service 
department. He will supervise all ad- 
vertising, publicity, sales manuals and 
company literature in addition to his 
educational department work. 

This supervision was formerly han- 
died by E. E. Cooper, who is now 2 
field supervisor. 


Honor Colonel Robbins 


Agents of the Cedar Rapids Life of 
Iowa are honoring Col. C. B. Robbins, 
president, this month. August has long 
been designated as “President’s Month’ 
by the agents of this company. 


Frank Burman Dead 


Frank Burman, 76, well-known insut- 
ance man of Spokane, Wash., died at 
his home from pneumonia. After sev 
eral years as a supervisor of agents 
for the Fidelity Mutual Life in Ne 
braska, he was sent to Spokane in 1905 
as manager for eastern Washingtot, 
eastern Oregon and northern Idaho. He 
resigned in 1912 to become secretaty 
of the Colonial Building Company 
there. In 1915, Mr. Burman went ito 
the loan and insurance business for him 
self and was active until his death. 


Equitable Installs Teletype 


The central department office of the 
Equitable of New York under Super 
intendent William Rothaermel has ™ 
stalled a teletype connecting with the 
home office. This office sends upwards 
of 1,000 messages a month and the ne¥ 
machine is expected not only to acili- 
tate underwriting and business matters 
but to effect a considerable saving. 


“Forty Unusual Plans for Selling Life 


Insurance,” by J. Stanley Edwards, 8 
an assembly of unique selling Pally 
which have all been used success 256 
by leading underwriters. Price, %*" 
Order from The National Underwriter 
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Buyers Cross Section Study 
Finished by Service Bureau 





(CONTINUED FROM PAGE 1) 


percent of all bankers own life insur- 
ance, the average policy being $23,521 
and average new application $5,097. 
Qwners and managers of automobile 
sales agencies own an average of $27,- 
684 life insurance and 53 percent have 
this protection. Their new applications 
averaged $7,222. 
Oil Men Are Taking More 


Producers and refiners of oil are in- 
creasing their life insurance protection 
substantially. Seventy-two executives 
and owners in the oil industry have $15,- 
738 average life insurance. New appli- 
cations average $9,707. 

Perhaps there is significance in the 
fact that few undertakers and funeral 
directors are without the protection. It 
has been asserted that if every wife 
knew what every widow knows there 
would be fewer families in destitute cir- 
cumstances. Undertakers get real first 
hand information on the value of life in- 
surance and this probably explains why 
only 9 percent of undertakers and funeral 
directors applying for new insurance in 
July were without other life protection. 
The average application was $4,935 and 
policies already owned averaged $7,048. 
Of physicians and surgeons seeking new 
insurance, but 22 percent were new 
buyers. The others among the 71 doc- 
tors already had an average of $20,109. 
New applications averaged $6,225. 


Attorneys Well Protected 


Attorneys as a class believe in life in- 
surance since only 29 percent of those 
submitting new applications were with- 
out old policies. Applications averaged 
$5,801 and old policies $11,265. On the 
other hand nurses apparently are just 


realizing the value of life insurance 
sce 78 percent were new buyers. 
Nurses’ existing insurance averaged 


$1,688 and new applications $1,487. 
Occupational classes indicated to be 
below their life insurance possibilities 
are building industry workers, cotton 
industry (except planters), railroads and 
other transportation and communication 
groups. 
Results of the survey are being sent 
ite companies affiliated with the A. L. C. 
The survey embraced a balanced cross- 
section of urban and rural districts, with 
the exception of some north and mid- 
dle Atlantic states. 


Court Approves 
Reinsurance Plan 





(CONTINUED FROM PAGE 3) 


teed. The court will appoint three trus- 
tees to administer the assets and as they 
are liquidated will be turned over to the 
Security Life fund and used to reduce 
the liens on policies in force. There- 
lore, it will be to the advantage of Se- 
curity Life policyholders to continue 
their policies, paying premiums promptly 
Cause it is expected that with the eco- 
nomical and efficient management of the 
Central Life and the intelligent work 
of the trustees there will be a consider- 
able reduction of the liens as the years 
80 by. Loans will be paid to the extent 
of the unincumbered policy loan values 
less the amount of the lien with inter- 
‘st outstanding for the purpose of pay- 
Ng premiums or for any other purpose. 
ash values will be paid for the amount 
above the lien. 


Receiver Massen Deserves Credit 


Receiver John A. Massen deserves 
a credit for his conscientious work 
hee ection with developing a plan 
isa Chae citedly fair. The Central Life 

cago company, well officered and 
— confidence of the business com- 
me ¥. The policyholders will be taken 
of in a most excellent way. Presi- 


dent Alfred MacArthur and his asso- 


ciates have been untiring in their efforts 
during the last few weeks in endeavor- 
ing to propose a program that will be 
just and clear. The Central Life be- 
comes an administering office. It car- 
ries on the insurance of the Security to 
its best ability. Already he great ma- 
jority of Security Lite agents have 
agreed to contract with the Central Life, 
feeling that their renewals are thus se- 
cured and they believe that the Central 
Life is a company that has in it all the 
elements of successful growth. The Se- 
curity Life business will give the Cen- 
tral Life more than $100,000,000 insur- 
ance in force. 

The Chicago legal firm of Bull, 
Lytton & Olson were advisors of Re- 
ceiver Massen. 

Receiver Massen said: “The negotia- 
tion of a contract for the complete re- 
insurance of the business of the Security 
Life with the Central Life of Illinois 
pursuant to the order entered by the 
United States district court here on 
Aug. 5 has been completed. The con- 
tract negotiated was approved by the 
court and an order was entered author- 
izing jts execution by the receiver. 

“Under its terms all of the assets of 
the Security Life will remain under the 
control of the United States district 
court for liquidation and such applica- 
ticn as may be most advantageous to 
the policyholders. All approved death 





claims both now and in the future will 
be paid in full subject only, in the case 
of future death claims, to certain inter- 
est charges. Policies issued by the Se- 
curity Life and continued in force by 
payment of premiums will be assumed 
by the Central Life and will be admin- 
istered at a minimum of expense. 


Policyholders to Get Benefit 


“All of the resulting net profits will 
be applied for the benefit of Security 
Life policyholders. The Central Life is 
to receive none of the profits derived 
from this business during the next 15 
years unless, before that time, the im- 
pairment on reserve assets has been 
completely eliminated. While the con- 
tract calls for the payment of approved 
death claims as indicated, cash and loan 
values and other policy benefits will, of 
course, reflect the present impairment of 
reserves which, however, will be sub- 
stantially reduced from time to time and 
policy values thereby increased.” 


Misrepresentation Was Charged 
The United States district court in the 
northern district of Ohio in Aetna Life 
and Reliance Life vs. Wachs et al. rules 
that when the policies were delivered 
and the premiums paid the policyholder 
was not in good health and was there- 
fore not justly entitled to hold this in- 





surance. The total and permanent dis- 
ability clause was included in the policy. 
It is shown that he was operated on for 


appendicitis in 1913 and within five 
years suffered from laryngitis and 
pharyngitis. He consulted physicians 


regarding colitis. The assured admits 
that he had consulted a physician re- 
garding this disease but denied that it 
was of a form or character seriously 
affecting the general soundness of his 
system. The court found that the as- 
sured’s condition when these policies 
were delivered was a serious one and 
required immediate and skillful surgery 
to restore him to ‘health. 


Regarded as Life Insurance 


The attorney general of Minnesota 
has ruled that a provision in a life pol- 
icy that the benefits will be increased 
if the insured is disabled by disease for 
a certain time and dies as a result 
thereof but with no additional benefits 
payable if the assured recovers, is not 
objectionable in that state. Commis- 
sioner Brown asked if such provision 
would constitute health insurance but 
may not be combined on a single policy 
with life insurance. The attorney gen- 
eral holds that it will be life insurance 
because the benefits are increased if the 
assured dies from certain specified dis- 
eases. 
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THE RATEBOOK 


We have openings for men who in addition to being capable of 
developing and training underwriters, will continue to take pride in de- 
veloping themselves and setting an example to others in the field with 
the ratebook and applications. 


We shall be glad to tell men who wish to continue to advance, 
who are willing to work, about the openings with this Company in the 
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Hand this to a friend who has never engaged in the work 
of life underwriting and suggest that he make inquiries about our 
Educational Course. 
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Security Life Reinsurance 


THE policyholders of the Security Lire 
of America with head offices in Chicago, 
which went into the hands of a receiver, 
are fortunate in having their policies as- 
sumed by the Centrat Lire of Illinois, 
one of the well managed institutions of the 
state. Agents of other companies can well 
advise their clients who have policies in 
the Security Lire to continue paying pre- 
miums. The contract of reinsurance is 
eminently fair. The Security Lire had 
been stripped of its good assets. What is 
left will be administered by trustees for 
the benefit of policyholders under jurisdic- 
tion of the federal court. Naturally when 
a company has been manhandled and a 


receiver is appointed the policyholders de- 
serve the very best that can be done for 
them. This has been done in the case of 
the Security Lire, It is unfortunate that 
a company, which a few years ago had such 
a magnificent investment portfolio, should 
collapse because of its later management. 
It is fortunate that the Central Lire is 
able to take over the policyholders and give 
them every cent that is coming to them 
under .the unfortunate conditions. The 
Security Lire policyholders as a group 
persisting will be able to develop larger 
profits than would be the case with severe 
lapsation, as all profits go to reduce the 
policy liens. 


A Business of Movement 


Tue PRUDENTIAL in one ef its agency 
bulletins brings out the point that any- 
one achieving anything these days, any- 
one who hopes to arrive, get anywhere, 
who accomplishes anything, has to keep 
moving. It uses the famous batsman, 
Base Ruts of the Yankees, as an example. 
“Babe” applies the law of average, 
which is the basis of insurance calcula- 
tions to his own baseball playing. He 
says, “I swing at them, all of them. 
I’ve simply got to connect with some 
of them if I swing hard enough at all 
of them. Perhaps I may miss most of 
them, but if I swing hard enough at all 
of them, the old law of averages takes 
care of it all.” Yet when Base Ruts 
makes a hit he has to keep moving. There 
is nothing gained by standing still. The 
PRUDENTIAL says: 

“This business of ours is a business 


of movement. We must move from 
prospect to prospect, and when we com- 
pare a prospect to a four-bagger by the 
Babe we must carry the comparison 
further and remember that we, too, 
must move from prospect to applicant 
to policyholder. The eventual delivery 
of the claim check completes the run. 
The start and what happens in between 
account for the successful finish. The 
well-timed, well-placed, hard-hitting ar- 
gument wings the prospect into move- 
ment on the base path of the dotted 
line. Countless mortal troubles are 
caused by what has been called the 
‘time lag,’ the disconnecting pause that 
slows down, or stops, action. And the 
remedy for this lag is to keep moving, 
moving all the time, moving on to suc- 
cess.” 


Need for Sublime Courage 


WHEN a man takes disappointment with 
cheerfulness and goes ahead to do better 
and nobler things he will accomplish 


his end. There is need today for great 
determination and sublime courage as 
never before. 





L. N. Denniston was congratulated 
by business associates Monday upon his 
completion of 30 years’ association with 
the Travelers. Although for the past 
four years he has been conducting an 
agency in West Hartford, Mr. Dennis- 
ton is best known among insurance men 
for having been head of the training 
school of the Travelers for more than 
25 years. 

For several years, Mr. Denniston sup- 
plemented his work in the training 
school with managerial duties in the 
Travelers’ Hartford branch office, but 
as the demand for trained field men in- 
creased, he abandoned his other activi- 
ties to devote his entire time to instruc- 
tion. He developed courses in life, ac- 
cident and casualty insurance. At pres- 
ent, he and his son, E. M. Denniston, 
a former field representative of the 
Travelers group insurance division and 
clerk and cashier in various branch of- 
fices, conduct an agency in West Hart- 
ford under the firm name of Denniston 
& Son. 

The Bardwell agency of the Lincoln 
National Life has arranged for a public 
display of Lincoln material the last two 
weeks of August in the lobby of the 
Union Trust Company at Cleveland. 
Rare prints from the Lincoln Historical 
Museum used at the time of the presi- 
dential campaigns in 1860 and 1864 are 
prominently displayed. 


Commissioner A. D. Dulaney of Ar- 
kansas lost out in the Democratic pri- 
mary election in his congressional dis- 
trict where he was a candidate for con- 
gressman. 

Lawrence Harris, manager North 
American Life of Chicago at Iron River, 
Mich., died at the Mercy hospital in 
Chicago following an operation last 
week. He was recovering nicely when 
further complications developed, neces- 
sitating another operation which re- 
sulted in his death. 


More than $700,000 of new business 
was produced by the Ben F. |Shapro 
general agency of the Penn Mutual Life 
on Aug. 12, in honor of Mr. Shapro’s 
20th anniversary in the life insurance 
business. Mr. Shapro had been away 
for several days, accompanying John A. 
Stevenson, vice-president of the Penn 
Mutual, and Mrs. Stevenson on a trip 
through the Yosemite Valley. Arriving 
in San Francisco Friday evening, he 
was presented with the completed busi- 
ness at an informal surprise party held 
in his honor and attended by Vhurenes 
dent Stevenson. 


Roy Denny, manager of the southern 
California branch office of the Missouri 
State Life at Los Angeles, emulated the 
example set by Julius H. Barnes, chair- 
man of the company’s board, by flying 
to and from the home office in St. Louis 
for a recent business conference. He 
made the trip in a day each way com- 
pared with three days one way for train 
travel. 


President E. S. Ashbrook and Super- 
intendent of Agencies C. G. Ashbrook 
of the North American Life of Chicago 
are receiving the sympathy of their 
friends owing to the death of their 
mother, who died Monday after a long 
illness. The funeral was held Wednes- 
day at Granville, O. 


Cc. H. Hatton of Wichita, newly 
elected international president of the 
Lions Clubs, has been actively interested 
in insurance, both fire and life; since 
becoming associated with his father as 
a representative of the Mutual Life of 
New York when a young man. For a 
number of years he was general agent 
for the Equitable Life of Iowa for half 
of Kansas, later turning his general 





agency over to H. W. Stanley of Wich- 


ita and becoming supervisor of agencies 
for the Equitable, during which time 
he established a number of the leading 
agencies of the company in the middle 
west. 

Mr. Hatton was later associated ip 
the Stone, Hatton & Snyder fire insur. 
ance agency of Wichita and withdrew 
to give all of his attention to the Peo. 
ples Finance Company, which he stil] 
heads as president. Only recently he 
disposed of his interest and resigned 
as president of the Home Mortgage 
Title & Trust Company, which oper- 
ates a local agency in Wichita. 

Charles F. Collins, assistant superin- 
tendent of agents for the New England 
Mutual Life, is among the company 
men on hand for the convention of the 
National Association of Life Under- 
writers at San Francisco. 


John Newton Russell, agency adviser 
of the Pacific Mutual Life, who has been 
in Hawaii on a honeymoon trip, returned 
with his bride in time to attend the 
company’s Big Tree Club convention in 
Los Angeles and the annual meeting of 
the National Association of Life Under- 
writers, of which he is a past president. 


Friends of Clarence L. Ayres, presi- 
dent of the American Life of Detroit, 
gathered last week to felicitate him on 
his 58th birthday. Claris Adams, ex- 
ecutive vice-president, was toastmaster. 
Among the speakers were L. J. Doolin, 
Life Insurance Sales Research Bureau, 
Hartford; Commissioner C. D. Living- 
ston of Michigan; H. P. Trosper, vice- 
president of the company; E. H. Mar- 
shall, agency director, and H. E. Vande- 
Walker, Michigan supervisor. Guests 
included the Michigan managers of the 
American Life, leading producers and 
the personnel of the Detroit agency. 


Sidney J. Herzberg, Wisconsin state 
manager for the Prudential ordinary de- 
partment, Milwaukee, is celebrating the 
birth of a grandson, the first child of 
Willis Herzberg, who is superintendent 
of agents in his father’s agency. 


Canadian field men of the Metropoli- 
tan Life placed in one month $12,246,- 
626 of paid-for insurance in the ordinary 
department alone in a tribute-drive in 
honor of F. O. Ayres, first vice-presi- 
dent, who is retiring after 40 years of 
service. This amount is 18 per cent 
greater than that registered in any 
former record drive of one month. 


Col. W. H. Kelly, New Jersey com- 
missioner, is a fast traveling official. 
One day last week he was in a hurry 
to reach the department’s Newark of- 
fice. He looked at his watch and saw 
that it was 11:15 a. m. He took a fast 
plane from Sea Girt, N. J., where he 
was stopping, reached the Newark air- 
port in special time, stepped into his 
car which was awaiting him and walked 
into the Newark office at 11:45. The 
commissioner is not only fond of air 
travel but is also an expert horsemat, 
devoting as much time as possible to 
horseback riding. 


Josiah J. Jackson, Cleveland Aetna 
Life agent, died suddenly in Bay City, 
Mich., on his way home from his com- 
pany’s convention at Mackinac Island. 
Mr. Jackson was 73 years old and had 
been with the Aetna for 41 years. Last 
year he ranked tenth among the com 
pany’s leading producers. Mr. Jackson 
was president of the Cleveland Life 
Underwriters Association in 1907-1908. 
The Cleveland association’s directors 
passed a memorial resolution. 


The regular semi-annual dividend 4 
9 cents a share has been declared by = 
West Coast Life. Its issued business me 
first seven months of 1932 was $15.00 
262, a decrease of approximately 1+” 





percent. 
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NEWS OF THE COMPANIES 
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Life Department Is Booming 





Increase of 400 Percent in Second 
Quarter Is Reported by Washington 
National of Chicago 





The Washington National of Chi- 
cago, one of the outstanding accident 
and health writing companies, which 
has been an active factor in the indus- 
trial life field, in recent months has 
taken steps to strengthen its position in 
the ordinary life end of the business. 
The company is now issuing a number 
of attractive policies, making it possible 
for it to compete with other non-partici- 
pating Companies. 

It now issues three separate juvenile 
policies, a 20-payment life which has 
been made ready for sale, and will have 
ready to issue in September a new 
teacher’s retirement income policy. It 
will also issue a complete line of annuity 
contracts, which are at present in the 
making. 

Following the appointment of J. F. 
Houlihan as agency supervisor of the 
ordinary department, the company re- 
ports a 400 percent increase in the sec- 
ond quarter over the first quarter. Mr. 
Houlihan began in insurance in 1910 as 
a local agent in South Dakota, ordinary 
life insurance being his specialty. In 
1919 he organized the largest insurance 
accounting and auditing firm in that 
state, his chief clients being life com- 
panies. From 1927 to 1932 he was spe- 
cial life examiner for the South Dakota 
insurance department. 

He is widely and favorably known in 
insurance, has made a special study of 
sales promotion and agency manage- 
ment and is doing fine work in building 
up and rounding out the present field 
force to take care of a large volume of 
ordinary business. 

Since May of this year the company 
has appointed 46 general agents and 
will continue to make new appointments 
in the ordinary department throughout 
the country. The company is licensed 
and doing business in every state except 
New York and South Carolina. 


E. P. Lecher Advanced 


Eugene P. Lecher has been appointed 
assistant superintendent of claims of the 
Northwestern Mutual Life. J. T. Galla- 
gher, former assistant superintendent, 
was appointed superintendent of «laims 
at the annual meeting in July to succeed 
E. H. Hooker, deceased. Mr. Lecher 
has been with the Northwestern Mu- 
tual for 37 years, first in the actuarial 
department and for the last 18 years in 
the claims department. 








Yeomen Mutual Expanding 





Company Is Already Licensed in Eigh- 
teen States and Is Establish- 
ing General Agents 





The Yeomen Mutual Life of Des 
Moines, which changed over earlier this 
year from a fraternal, has already been 
qualified in 18 states, Arizona, Indiana, 
Iowa, Kansas, Michigan, Minnesota, 
Missouri, Montana, Nebraska, New 
Mexico, North Dakota, Ohio, Oklahoma, 
Oregon, South Dakota, Texas, and 
California, according to an announce- 
ment made this week by President A. 
H. Hoffman. 

The company will operate in these 
states on a general agency basis and 
active agencies are now being estab- 
lished. Secretary George H. Wall re- 
ported this week that the company is 
already receiving a highly satisfactory 
volume of business considering the 
transformation through which it has 
been passing. 

An aggressive expansion program will 
be inaugurated this fall, with territories 
being opened up rapidly and a vigorous 
business-getting campaign developed. 


Northwestern National Record 


The Northwestern National Life 
closed the six months ended June 30 
with a total paid-for production of $34,- 
108,547, a gain of approximately 10 per- 
cent over the first half of last year. A 
decided swing was noted in July, when 
production increased 26 percent over 
June. This was the first July since 1925 
to show larger sales than June. 


Asks Receiver for Fraternal 


Receivership proceedings against the 
Supreme Council of the Royal Arcanum, 
a fraternal, have been filed in Indian- 
apolis by S. L. Gorby, its former Indian- 
apolis insurance supervisor. He asks 
judgment for $2,000. Four agents em- 
ployed by Gorby also filed suits on con- 
tracts against the council for $1,000 each. 
The order has its national headquarters 
in Massachusetts. 


Some Semi-annual Figures 


Following are some semi-annual fig- 
ures showing ‘business for the _ six 
months: 

New Insurance In Force 


Farmers & Traders 
( r 2,228,051 $ 36,408,736 


7,183,161 123,609,635 
Morris Plan ..... 11,985,883 26,498,967 
Nat. Guar. 2,007,482 48,040,654 


. 92,356,211 2,071,491,479 
Pyramid Life, Mo. 64,000 454,500 
United Ben. (Neb.) 18,547,553 57,285,884 








LIFE AGENCY CHANGES 
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Penn Mutual Promotes Camps 


Goes to Boston to Succeed Stanford 
Wright—Crain and Bargeron 
Named General Agents 





The Penn Mutual has transferred 
Manuel Camps, Jr., from Atlanta to 
Boston to succeed Stanford Wright, who 
died recently, as general agent. Hurd 
- Crain will succeed Mr. Camps at At- 
nta and Lionel M. Bargeron takes 
: arge at Savannah, that city and terri- 
Ory having been detached from the 
tlanta agency and organized as a gen- 
eral agency. 
“tb Camps joined the Penn Mutual 
tica, N. Y., in 1925 as an agent. A 
year later he became a supervisor, and 
-— was so marked that Jan. 1, 
> 3 e was appointed general agent 
rovidence. Within two years he 





had raised his agency to near topnotch 
rank in number of agents and volume 
of production and he was promoted to 
Atlanta last February. Again he showed 
his ability as an agency manager, evi- 
denced by six consecutive monthly plus 
signs and an increase of $750,000 in 
paid-for volume. In July, his paid total 
was $1,221,983, which is the largest 
month’s production the Atlanta agency 
has had in its 42 years of existence. 
Mr. Camps is a graduate of Colgate. 
Mr. Crain is a Georgian. He joined 
the Penn Mutual’s Atlanta agency in 
1928 after successful sales work in real 
estate. In 1929 he was appointed super- 
visor and his success in that capacity 
brings his promotion to the position. 
Mr. Bargeron is also a Georgian. His 
business experience has been gained al- 
most wholly in insurance. For a num- 
ber of years he was engaged in general 
insurance in Savannah. He later joined 
the Mutual Benefit’s Detroit agency, 


“THIS—THE MOST UNKIND- 
EST CUT OF ALL” 


You’ve met him! 


The man who has strongly resented 
any curtailment of his income be- 
cause it made the job of provid- 
ing for his family “so difficult.” 


The next time that he sug- 
gests lapsing his life in- 
surance protection as a 
measure of economy, why 
not remind him that car- 
ing for a family on a 
“cut” income is easy, 
compared to supporting 
one on NO INCOME 
AT ALL. 


And no income at all is the 
heritage of the widow of 
an uninsured man. 
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Che Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
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Home Office - Newark, New Jersey 


JON F. ORVOEN 














The lincoln National Life Insurance 
Company fort Wayne, Indiana 
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SOMETHING NEW tnar IS NE W 
IN LIFE INSURANCE 


A Dollar’s worth for Dollar 

regardless of hind of policy pentons 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 


COMPANY 
Mutual Legal Reserve Life I: ance 


Ten East Pearson Street : : : Chicago 











UNITED 
MUTUAL 


Ranks With the 
Nation’s Leaders 


In the ratio of assets per thousand dollars of insurance in force, United 
Mutual Life Insurance Company is among the first seven mutuals in the 
United States. 


Such a healthy condition reflects the sound management and wise invest- 
ment of funds which careful insurance buyers insist upon today. Gains in 
new business are proof that United Mutual offers an extraordinary sales 
opportunity. 


General Agents and Field Men of proven ability and clean record will 
do well with United Mutual. Representation is required in a number of 
excellent territories and we invite the applications of high class men. 


Personal interviews will be arranged with those who are qualified. Please 
give complete information as to your record and ability, in your first letter, 
with the understanding that we will hold all correspondence in strictest 
confidence. 


United Mutual 


Life Insurance Company 
Harry Wade, President 


941 North Meridian St. Indianapolis, Indiana 
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and from that city was transferred to 
Savannah. In 1930 he was appointed 
district manager for the Penn Mutual. 
Its Savannah agency then had two mem- 
bers. His territory now has 25, and 
his first year’s production increased 
250 percent. The second year also 
showed an increase and this year thus 
far the paid-for production equals that 
of the entire year 1931. 

Last week luncheons were held at 
Atlanta and Savannah, presided over by 
J. Burton Webster, southern superin- 
tendent of agencies, who introduced the 
new general agents. 

Mr. Camps was welcomed to Boston 
at a luncheon attended by 60 general 
agents of the city and members of the 
Penn Mutual agency there. John E. 
Gibbs, assistant superintendent of agen- 
cies of the Penn Mutual, presided. A. 
S. Hammer, Provident Mutual, wel- 
comed Mr. Camps on behalf of the Bos- 
ton general agents. 


Seiler with Fidelity Mutual 


Becomes Manager of Chicago Office 
After Varied Experience and Excel- 
lent Record with Several Companies 


O. E. Seiler, well known manager of the 
life department of Marsh & McLennan 
in Chicago, has been appointed manager 
for a Chicago agency of the Fidelity 
Mutual. He entered insurance in 1919 
and in a short time became manager 
for the Phoenix Mutual in Minneapolis, 
where he earned high reputation as a 
successful organizer and trainer of 
agents. In 1929 he went to Chicago, 
taking direction of the life department 
of Marsh & McLennan. 

He was born in Woodstock, IIl., and 
was graduated from the University of 
Illinois in 1912. He will be remembered 
as an All-American quarter-back and a 
seven letter man at the university. Fol- 
lowing graduation he was a teacher of 
mathematics and coach, first at La 
Crosse, Wis., then at Northwestern 
University, and finally at Lake Forest 
Academy. He entered the business 
world as salesman for Swift & Co. in 
1918. 

The offices of Mr. Seiler’s agency will 
be at 1506 Otis building, 10 South La 
Salle street. ‘This office was opened and 
operated for a few months by another 
nmianager who resigned recently. It has 
been reopened by Mr. Seiler. The new 
manager made a handsome record in 
his connection with Marsh & McLennan, 
developing some very large business. 


D. C. Bintliff 


D. C. Bintliff, formerly manager of 
the Missouri State Life in Portland, 
Ore., has been named manager of a new 
branch office in Dallas, Tex. 

John G. Eaton of Fort Worth has 
been dividing his time between Fort 
Worth and Dallas but his business, es- 
pecially in the Fort Worth section, has 
reached such proportions he decided to 
devote his entire time to that territory. 





Mr. Bintliff started with the Missouri 
State in April, 1929, as an agency spe-* 


cial in Texas. In July, 1930, he wa 
appointed assistant manager at San Ap. 
tonio, Tex., and in March, 1931, wa 
made manager at Portland. He js; 
native of Texas. 


N. B. Magoffin 


The Berkshire Life has appointed \. 
B. Magoffin as general agent at Ind. 
anapolis. The entire state is covere 
under the agency. Mr. Magoffin fc. 
merly was agency assistant traveling oy 
of the home office of the Connecticy 
General. He is past president of th 
Managers’ Association at Toledo, ang 
was recently elected president of th 
Toledo Life Underwriters Association 
He has been in general agency work 
both at Erie, Pa., and Toledo, O. 


J. E. Walker, M. L. Minnig 


J. E. Walker has been appointe 
state manager for eastern Iowa ané 
northwest Illinois by the Guarante 
Mutual Life of Omaha. He has haj 
considerable experience as a personal 
producer and organizer. He has opened 
an office in the Union Bank building z 
Davenport. 

Another appointment of Guarante 
Mutual Life is M. L. Minnig of Omaha 
who has been given a state managers 
contract covering eastern North Dakota, 
with headquarters at Fargo. Mr. Min. 
nig has had ten years experience asa 
successful industrial agent. 


V. R. F. Macdonald, C. E. Purdy 


The Canada Life has appointed V. R. 
F. Macdonald, formerly branch manager 
at Detroit, as manager of its new St. 
Catherine street branch in Montreal. 
Charles E. Purdy, formerly assistant 
educational supervisor at home office, 
becomes manager at Detroit. 


Raymond Lilly, C. C. Hoskin 


Raymond Lilly, with the National Fi- 
delity Life of Kansas City for 16 years, 
and for 14 years in Fort Dodge, Ia., has 
joined C. C. Hoskin in a new general 
agency partnership for the National Fi- 
delity. Mr. Hoskin built up a genera 
agency there several years ago but has 
recently made his home in Los Angeles. 


Ben Rosenbaum 


Ben Rosenbaum, son of the late C. H. 
Rosenbaum, for 15 years home office 
agency manager for the Bankers Lile 
of Des Moines, has been appointed 
northern California supervisor of the 
Service Life of Lincoln. 


Life Agency Notes 


J. R. Cook of Columbus, O., has been 
appointed manager of the Wheeling dis- 
trict of the Western & Southern Life, 
succeeding W. G. Kaltenbach, who bas 
been placed in charge of the Dayton, 0, 
district. 

Cc. M. Kremer, Madison, Wis., becomes 
associated with the agency department 
of the National Guardian Life of Madl- 
son. He was until recently with the 
A. C. Larson state agency of the Central 
Life of Des Moines in Madison. The pat 
few years he was sales manager. 


—_, 
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As SEEN FROM NEW YORK 





DROP IN POLICY LOANS 


A considerable drop in policy loan 
demands has been reported by a number 
of companies, the improvement in some 
cases being sufficient to allow a material 
increase in bonds and other securities 
outside the policy loan field. 

One large. company reports that re- 
payments of policy loans have taken an 
upward turn and are coming in better 
than they have for a long time. In ad- 
dition to lending corroboration to the 
genuineness of the present upturn, such 
manifestations are extremely welcome 
to investment officials, for it means that 
life companies are beginning to take 





By R. B. MITCHELL 





their normal place again in the bond- 


buying field. o 

if life companies can put the bulk . 
their income available for investmen 
into bonds instead of into policy -_ 
the resulting favorable reaction 0” the 
bond market should bring about mot 
of the much-needed public confidence, 
which in turn would still further reduct 
the policy loan demand. 

_ 


..% : 
FRAUD SEEN IN APPLICATION 


The New Jersey chancery court a" 
Prudential vs. Holmes passes on 4 pet! 
tion where the company seeks to wae 
a policy because it was obtained 
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faud. In his application the assured 
stated he was in good health, that he 
was never in a hospital, that he had not 
heen attended by physicians within three 
years, etc. It appeared that he was re- 
cently treated by physicians, several 
xrays had been taken, that he was in- 
formed he was suffering from chronic 
psoasis, chronic appendicitis, Potts’ dis- 
ese and other ailments. 

The court holds that where a policy 
provides that “all statements made by 
the insured shall, in the absence of 
fraud, be deemed representations and 
not warrantees, the policy will be void 
for misrepresentation if it be material 
and fraudulent. The court says that 
in life insurance every factor must be 
regarded as material to the risk, if the 
knowledge or ignorance of it would 
naturally and reasonably influence the 
judgment of the underwriter in making 
the contract at all, or in estimating the 
degree or character of the risk, or in 
fxing the premium. A false statement 
in the application made a part of the 
contract that the applicant had not been 
consulted or attended or treated by a 
physician is material to the risk, and 
ii made knowingly and wilfully will 
avoid the policy. The company is 
given the decree. 

* 


* 
LANE FAMILY IS REUNITED 


Louis Lane and Frank L. Lane, who 
until now have been operating the Lane 
agency of the Home Life in New York 
City, have given up their connection 
with that company and will in the future 
be associated with the Connecticut Mu- 
tual Life. They will join forces with 
the Mervin L. Lane agency of the Con- 
necticut Mutual, which will hereafter 
be operated under the name of the Lane 
Agency. 

Louis Lane was with the Equitable 
Life of New York for 25 years and 
built one of its strong agencies in the 
city. In 1929 he and his two sons 
joined the Home Life. Later one of 
the sons, M. L. Lane, became general 
agent of the Connecticut Mutual. The 
present move will put the three Lanes 
with one company, as it is their wish 
to work together in the future as in the 
past. Frank Lane will devote his time 
to personal production, as his recent ef- 
forts in organization work have cut into 
the time he was able to devote to his 
large clientele. The Lane agency has 
taken larger quarters in the same build- 
ing, 212 Fifth avenue. 

While the Home Life will continue its 





present policy of expansion in Greater 
New York, it will probably appoint no 
direct successor to the Lane Agency. 
Agents will be given the opportunity of 
afhliating with other Home Life agen- 
cies. 
. 2 * 
SUMMONED TO WASHINGTON 


Four insurance company executives 
are included among the list of leading 
business men summoned by President 
Hoover to attend a conference in Wash- 
ington Aug. 26 to organize for con- 
certed action to improve conditions 
along the “whole economic front.” The 
executives selected are W. A. Law, 
president Penn Mutual Life; Benjamin 
Rush, president North America; F. R. 
Bigelow, president St. Paul F. & M., 
and Franklin W. Fort, president of the 
Eagle Fire of Newark, and United 
States manager of the Baltica. 


a 
SHORT TERM ENDOWMENTS 


Agents selling short term single-pre- 
mium endowments for investment pur- 
poses, either in combination with an an- 
nuity or not, are finding considerable 
variation in the attitude of companies in 
taking this class of business. 

Some companies are going so far as 
to issue no endowment for a shorter 
term than ten years, for example. Other 
restrictions include a low commission 
rate and not allowing the use of settle- 
ment options. On the other hand there 
are companies which are willing to take 
all applications of this type which fulfill 
the usual requirements. 

Where the single-premium endow- 
ment is combined with an annuity, the 
practice usually is to take such business 
on a non-medical basis, since the two 
risks cancel each other. Some com- 
panies, however, will not accept these 
combinations unless the applicant is able 
to pass an examination that would en- 
title him to the endowment without the 
annuity. These latter companies feel 
that inclusion of such business in any 
large volume would tend to distort mor- 
tality figures both on life business and 
on annuities. 

The importance of single-premium 
endowments is well shown by the sales 
records of one of the largest companies, 
which show that the volume of this type 
of contract for the first half of 1932 
was double what it was for the same 
period in 1931, which in turn was ten 
times that of the first six months of the 
year previous. 

eae 








As SEEN FROM CHICAGO 








_—-_ « « 
CHICAGO INSURANCE DIRECTORY 


Tae Nationa, Unperwrirer has is- 
sued the 1932 Underwriters’ Hand- 
Book of Chicago, being a complete in- 
surance reference book for Chicago and 
Cook County. It gives names of all the 
agencies, both downtown and outside, 
and the companies they represent. It 
givés a complete classification of com- 
panies and agents. It gives a list of all 
the brokers in Chicago and a list of all 
the suburban agents. This book is 
highly regarded because of the large 
amount of information that it contains. 

* * * 
UNDERWRITERS FIELD DAY 


The Tam O’Shanter club, Howard 

Street and Waukegan road, has been 
selected for the field day of the Chicago 
. Sociation of Life Underwriters by 
Te held day committee headed by 
: mae G. Murrell, of Fred S. James 
i ~a The date is Sept. 15. The price 
fee ~ which includes dinner and green 
ra he golf course is sporty and the 
; excellent, the committee assures. 

i age such as indoor baseball, 
P = 0€ pitching, etc., will be provided 
a extra cost for those who do not 
to play golf. A crowd of 250 to 

's expected. The committee sug- 


oie that general agents and managers 
a field day ticket as a prize for 





\ 2 Oe eee 
production during the .next 30 days. 
The committee was accompanied by 
Walt Tower, managing director, on its 
tour of inspection. 

«SS 
SWANSON’S PRODUCTION PLAN 


Producers in H. G. Swanson agency 
of the New England Mutual Life at 
Chicago have been promised an outing 
Sept. 1 if 100 applications are brought 
in by the agency in August. Mr. Swan- 
son decided not to give individual quo- 
tas, but to set a goal for the entire 
agency, believing that the loafers will be 
prodded by the workers, so that the 
quota may be reached. The objective 
of the Swanson agency, which was a 
new agency last year and produced 
$2,000,000 of business, is $3,000,000 this 
year. 

*x* * * 
MUCH OPTIMISM IS NOTED 


Things are very definitely on the 
mend in Chicago life insurance. A num- 
ber of agencies have made excellent 
records so far in August and there is a 
decided generally optimistic tone among 
the agents. The feeling is not so much 
based on actual results this year as on 
a strong undercurrent of belief that 
steady progress is being made out of 
the trough. Collections have improved 
somewhat. Agents are finding that there 











Stewardship 


HE Mutua. Benerir is justly proud of its 

record of stewardship, for funds entrusted to 
its care have been conserved and wisely in- 
creased. Neither war, nor plague nor panic has 
prevented the performance of its contracts. And 
in that constancy there is confidence that mem- 
bers of the Company will continue to find safety 
in Mutual Benefit protection. New policies being 
issued daily are contractual obligations and will 
further demonstrate the unchanging character 
of Mutual Benefit security ... the first law of 
a life insurance company is security. 


The MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
Newark, New Jersey 




















W. J. SHAW 


W. L. MOODY, JR. W. L. MOODY, LUI 
President Secretary 


Vice-President 


J. B. MILLS 


SHEARN MOODY 
Asst. Vice-President 


Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Insurance in Force $542,054,101.00 
Assets $47,681,787.50 
Surplus $7,278,118.59 


ORDINARY—INDUSTRIAL 


a 
We Have Openings for Live Men in 


California Kansas Minnesota South Carolina Virginia 
Colorado Kentucky Missouri Tennessee West Virginia 
Georgia Michigan North Carolina Texas Washington 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 
GALVESTON, TEXAS 
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WHEN YOU SELL 
LIFE INSURANCE 
“ SELL 


A 


SOUND INVESTMENT/ 


These times have proved that life insurance 
involves not only an invaluable protection 
feature, but also one of the safest invest- 
ment features available anywhere. 


Try this investment appeal on your pros- 
pects. They are in the mood to listen. 


Provident ‘Mutual 
Life Insurance Company of Philadeiphia 


Founded 1865 





























THE FORMULA OF SUCCESS 


= INSURANCE can be explained in plain, 
everyday language. The facts can be simply 

«stated. People need to be told about life insurance 
by one who knows life insurance and its adaptability. 
Salesmen of integrity, ability and courage who will work 
systematically and plainly state the facts of life insurance 
service will be Masters of their craft and successful. 


Tue Murua Lire or New York, with its long history 
of increasing success, offers opportunity. It writes Annuities 
and all Standard forms of life insurance. Double Indemnity 
Benefits. It has many practices to broaden and expedite service 
for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work 
as a career of broad service and personal achievement are in- 


vited to apply to 


The Mutual Life 


Insurance Company 
of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President Vice-President and 
Manager of Agencies 





is money in Chicago to pay life insur- 
ance premiums, whereas many of them 
awhile back were so despondent that 
they could not find the people with 
money. 

The agents are being helped on the 
road to recovery principally by the dis- 
covery that the public attitude toward 
life insurance and agents has been com- 
pletely reversed from the old one of 
polite (and not always very polite) suf- 
ferance. In the past it was difficult to 
get in to see most prospects, especially 
business men. Even with luck inter- 
views were brief; the agents were con- 
stantly under fire and on the griddle, so 
to speak. They had to prove their case 
in a minute or so and under adverse 
conditions. Theirs was the task of set- 
ting up their case for the complete life 
plan for a man and his family, and even 
his business, when telephones were 
ringing, secretaries and visitors inter- 
rupting and perhaps the prospect inat- 
tentive because of the demands of his 
business. 

The picture has completely changed. 
Agents are having no difficulty in se- 
curing satisfying interviews. They may 
not be selling much more business than 
in the past year or so, but they are get- 


if we 


ting down to cases with many peop 
who as soon as their businesses showy 
signs of recovery and their incomes jp. 
crease, again will be buyers of life jp. 
surance. The fact has existed for som 
time, but Chicago life insurance men 
have just begun fully to appreciate jt 
that thousands of people who are com. 
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Subject to the Oregon Tax 


Attorney General Rules on Question 
Where Beneficiary Agrees to 
Carry Out Instructions 








SALEM, ORE., Aug. 18—When the 
beneficiary under a life policy agrees 
with the insured to carry out directions 
in his will for distribution of its pro- 
ceeds at his death, the devises are sub- 
ject to the Oregon inheritance tax, ac- 
cording to a ruling of Attorney General 
Van Winkle. 

In view of the fact that the bene- 
ficiaries under the will acquired title to 
the proceeds of the policy not under the 
insurance contract but by the will of 
the insured and the trust agreement ex- 
ecuted between the insured and the 
beneficiary under the policy, Mr. Van 
Winkle said an inheritance tax should 
be collected. He cited the New Jersey 
case of Fagan vs. Bugbee, 143 Atl. 807, 
in which this rule is followed. 

It was pointed out that the insured 
died before the enactment of chapter 
332 of the Oregon laws of 1931, which 
specifically exempts all proceeds of life 
insurance policies payable to a bene- 
ficiary other than the estate or the ex- 
ecutor or administrator of the estate 
from payment of inheritance tax to the 
state. 


Company Officials on Coast 


A party of home office executives of 
the Aetna Life including W. H. Dallas, 
assistant vice-president; Clyde F. Gay, 
assistant superintendent of agencies; N. 
M. DeNezzo, agency assistant in charge 
of conservation, and Herbert Florer of 
the accident and health department spent 
two days with W. M. Hammond agency 
in Los Angeles last week en route to 
Del Monte, Cal., to attend the com- 
pany’s regional convention. 

A. G. Borden, vice-president Equit- 
able Life of New York, and J. A. Ste- 
venson, vice-president Penn Mutual 
Life, stopped in Los Angeles on their 
way to San Francisco to attend the an- 
nual meeting of the National Associa- 
tion of Life Underwriters, and addressed 
agency meetings there. 


Paramount Life Official Held 


DENVER, Aug. 18—John D. Kit- 
rell, president of the Paramount Life, 
was arrested last week on a fraud 
charge filed by the district attorney’s 
office. He is charged with fraudulent 
representations and confidence game in 








the sale of more than $2,000 worth of 

























































pletely sold on life insurance, but haye M 
had seriously to reduce their holding; 
or give them up entirely because of 
financial losses and reduced income, wij} 
be substantial buyers just as soon as 
they are able. For a long time many 
Chicago life insurance men, as els. A 
where, literally have not been able to cli 
see the woods because of the trees. at 
They were so immersed in the mass of tic 
details required of them in servicing in 
policies, exercising all ingenuity in keep- 
ing them in force and securing a mod- ed 
erate amount of new business, that they J th 
did not have much time to philosophize en 
and speculate on future possibilities, W 
There is a very strong belief that a ap 
least the next five years in life insur- M 
ance, possibly starting within six or gr 
eight months, will dwarf to insignif- he 
cance any previous life insurance sales he 
record in the territory. Py 
H. 
off 
cid 
L. 
on 
: Sel 
stock in the company to an investor. cha 
The district attorney reported the com- par 
pany’s assets had been transferred toa Scl 
New Mexico firm. Kitrell and his two toa 
companies, the Paramount Life Com- ges 
pany and the Paramount Life Insurance wa: 
Company, were defendants in an action ten 
filed in district court here in June seek- 
ing receivership for the insurance com- Go 
pany. A number of other suits to col- 
lect various amounts have been filed. T 
—- qua 
Jones, Alexander in Seattle frot 
Frank L. Jones, vice-president Equit- a 
able Life of New York, and William life 
Alexander, secretary, while en route to for 
the meeting of the National Association tion 
of Life Underwriters at San Fran- Pp 
cisco, addressed some 100 represen- tine 
tatives of the company in Seattle. The Nor 
meeting was arranged by C. J. Sauter, for 
Seattle agency manager. C 
Yor 
Cur 
Southern States ~4 
Local News 
——Jf |N 
Drive on “Benefit Societies” i 
Launched in Oklahoma City § |} 
5 
OKLAHOMA CITY, Aug. 18—The HL 








Oklahoma City Better Business Bureau 
filed complaint which resulted in a mis- 
demeanor charge against E. S. Kitchen, 
agent for the National Aid Society. The 
complaint alleges that the company % 
doing business in Oklahoma without 












posting a bond or obtaining a perm da 
from the insurance department. |. a fir 
This is the first step in a drive against be ¥ 
mutual benefit concerns operating with- are 
out state licenses. At least four more atte 
charges against other similar orga™2* in 
tions are contemplated. 20... 
AE i 25... 

. ° 3 
Mandamus Suit Withdrawn 35°. 
The Bankers Union Life has with disc 





drawn its petition for a writ of mar 
damus to compel Commissioner Jess 
Read to license it in Oklahoma. A® 
assistant attorney general reported tha 
the company had not complied Ww" 
either the insurance or securities laws 
Commissioner Read refused a licens 
because all of the Bankers Union Lie 
stock is owned by a Colorado holding 
company. 








“The Investment Trust Service ot 
Insurance,” by A. G. Borden, shows 
life insurance can do. Order from 











National Underwriter. $1.50. 
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LIFE COMPANY 


CONVENTIONS 





Reants Regional Conference 


Mackinac Island Meeting Is Attended 
by Agents from 21 Agencies 
in Central West 


ae 


Vice-president K. A. Luther of the 
Aetna and four other home office offi- 
cials attended the regional conference 
at Mackinac Island, attended by delega- 
tions from 21 central western agencies, 
including three Canadian offices. 

There were three daily business and 
educational meetings pitched to the 
theme, “The Aetna—There She Stands,” 
emphasizing financial impregnability. P. 
W. Simpson, general agent, Indian- 
apolis, was chairman the first day, when 
Mr. Luther spoke. Others on the pro- 
gram were F. S. Germond, Chicago, and 
Dewey Mason, agency assistant. at the 
home office, on “Running a One-man 
Agency.” W. S. Stone, general agent, 
St. Paul, was chairman the second day. 
H. O. Jesse, accident department, home 
office, spoke on “Evaluation of the Ac- 
cident and Health Franchise,” and W. 
L. Sitgreaves, underwriter, home office, 
on “Selection Suggestions.” Henry 
Schoch, general agent, Detroit, was 
chairman the third day when agents 
participated in a discussion. L. O. 
Schriver, general agent, Peoria, Ill., was 
toastmaster at the banquet. V. D. Bur- 
gesser, agency assistant, home office, 
was in charge of arrangements and at- 
tended. 


Go to Bermuda for Conventions 


The Philadelphia Life agents who 
qualified for the convention will sail 
from New York Aug. 27 for their Ber- 
muda convention on the Furness Ber- 
muda Line. This will be the second 
life insurance group going to Bermuda 
for the convention, the Bankers Na- 
tional Life having inaugurated the idea. 

Plans are being made for the Con- 
tinental Assurance of Chicago and the 
North American Life for similar trips 
for their topnotchers. 

Officials of the Equitable Life of New 
York have made 800 reservations on the 
Cunard liner “Aquitania” sailing Sept. 
16 for Bermuda fer officials and repre- 
sentatives. Agents who have written 











NEWS OF LIFE POLICIES 


—S 





Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
annually in May at $5.00 and the 

* published annually i 


ly in March at $2.00 

















Temporary Annuity Rates 
Are Quoted by Travelers 





Rate Sheets have been sent to Travel- 
ers representatives quoting rates for 
& five-year temporary annuity. It may 
be written for other durations and rates 


are to be furnished upon request. The 
Tates: 
$100a $100a 100a 
ee Year Yea Year 
25 $464.02 40 $460.64 60 $444.23 
4 463.61 45 458.56 65 434.50 
462.97 50 455.47 70 420.55 
430.91 


35... 462.04 55... 
— company is allowing a 4 percent 
= count on all premiums paid in ad- 
ban Heretofore 3% percent has been 

© rate for premiums paid one year in 


advance and 
riods. 4 percent for longer pe- 


American Life, Detroit 

Celebrating President C. L. Ayres’ 58th 
ia taay, the American Life of Detroit 
a S800 @ special policy with a face 
$750 tig’ paying a clean-up fund of 
ad, us $58 per month for 100 months. 
san Ss are offered to agents who write 
&pps” in August, write $580 in pre- 





miums, $58,000 or $5,800 in business. 


from $150,000 upward during the year 
ending Sept. 1 will be invited on this 
cruise. 





Wisconsin National Conference 

General agents of the Wisconsin Na- 
tional Life in Minnesota and Michigan 
attended a two-day conference with 
company officials at the home office in 
Oshkosh, Wis. About 40 general agents 
and their wives attended. Mayor Tay- 
lor G. Brown welcomed the agents, 
with response by . S. Kirkpatrick, 
field supervisor at Grand Rapids. Presi- 
dent C. R. Boardman presided. 

A. C. Eastlack, Oshkosh, spoke on 
“Factors That Govern Underwriting;” 
Harry Freeman, superintendent of the 
casualty department, on “Accident and 
Health and Its Benefits to Life Agents,” 
and R. F. Scofield, Oshkosh, on “Pros- 
pecting and Closing.” 


Double Indemnity 
Case Is Decided 


In Paist vs. Aetna Life, the United 
States circuit court of appeals, 3rd dis- 
trict Pennsylvania, takes up a double in- 
demnity case involving sunstroke. On 
trial, the court below instructed the jury 
that the plaintiff had shown no liability 
of the defendant and gave binding in- 
structions for the latter. The higher 
court holds that in the view it takes of 
this case, it assumes for the present pur- 
pose, but without so deciding, that the 
death of the deceased was an accident 
within the first clause, which was that 
death “results directly and independently 
of all other causes from bodily injuries 
effected solely through external, violent 
and accidental means.” 


Upholds Lower Court 





It, therefore, confines itself wholly to 
the question whether, being an accident 
it was “evidenced by a visible contusion 
or wound on the exterior of the body.” 
The plaintiff's husband died as the result 
of sunstroke sustained while playing 
golf on a very hot day. The court be- 
low said: “I am of the opinion that 
there is no evidence in this case of a 
visible contusion or wound upon the ex- 
terior of the body. To hold that a 
flushed, sunburned face is a wound or 
contusion would be straining language 
far beyond any reasonable meaning 
which could be assigned to it. Certainly 
in ordinary parlance, contusion is almost 
exactly synonymous with bruise and to 
say that a flushed countenance is a 
wound would go beyond the limit of al- 
lowable interpretation.” 

The higher court finds no error in 
this view. It says that in common 
speech and understanding death from 
sunstroke cannot be said to be “evi- 
denced by visible contusion or wound 
on the exterior of the body.” The 
judgment of the lower court is therefore 
affirmed. 


James Houghton Married 


James Haughton, manager for the 
Sun Life in Fort Wayne, Ind., and Miss 
Genevieve Hudson of South Bend were 
married in St. Charles, Ill., and have 
returned to Fort Wayne to live. Mrs. 
Haughton was for several years in sec- 
retarial duties in the Fort Wayne office 
of a large eastern insurance company. 


Lowe Atlanta Manager 





Frank B. Lowe has been appointed 
manager of the Atlanta office of Volun- 
teer State Life. He has had personal 
production experience with the North- 
western Mutual Life and Sun Life. He 
was formerly general agent for the 
Guardian Life. 








MEETING COMPETITION « « « 





(_ OMPETITION is keener now. Due 

to economic conditions pros- 
pects are fewer and buyers of new 
life insurance are more discriminat- 
ing. They are interested in RECORD 
OF MANAGEMENT and FINAN- 
CIAL STABILITY. 


The Bankers Life of Nebraska has 


BOTH PARTICIPATING and 
NON-PARTICIPATING _ insur- 


Some Generel Agensy ance with competitive rates. 


openings are available 
n- 
in Iowa, Illinois, Ohio, a record of 45 years of co 


servative management. 


Pennsylvania, and 

Missouri. Write A. B. ° — 
dics’ tins es a financial structure of distinc- 
Agencies. tive merit. 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Lincoln, Nebraska 


Home Office 














of Baltimore 


Home Office: Charles & Chase Sts., Baltimore, Md. 


PARTICIPATING ORDINARY NON-PARTICIPATING 


INDUSTRIAL 
THE MAN 


Who is sold on life insurance protection—Industrial 
and Ordinary—will have a chance to advance with 
THE COLONIAL LIFE INSURANCE COMPANY 
OF AMERICA 
Home Office—Jersey City—New Jersey 
WHICH STATE LOOKS BEST TO YOU? 
New Jersey—New York—Pennsylvania—Connecticut 
ASSETS-MORE THAN 15 MILLION DOLLARS—INSURANCE IN FORCE—OVER 13 


MUTUAL LIFE INSURANCE COMPANY 

















Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 N. La Salle St. 
Telephone State 7308 

CHICAGO, ILL. 





L. A. GLOVER & CO. 
Consulting Actuaries 





J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 
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“Tauraase Company. 
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INDIANA 


(Haight, Davis & Haight, Inc. 
* Consulting Actuaries 
FRANK J. HAIGHT, President 

Indianapolis, Omaha, Kansas City 





























HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 








ALEXANDER C. GOOD 





MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 
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Fraternals Hold to 
Own Principles 





(CONTINUED FROM PAGE 5) 


favorable mortality, growth of surplus 
funds and a large variety of policies, 
tending to educational endowment con- 
tracts. 

Herman L. Ekern, president Lutheran 
Brotherhood, declared that the field rep- 
resentatives of that society are in- 
structed to emphasize the superiority of 
life insurance based on legal reserves 
and the open contract, and the society 
thereby fortifies itself against twisting 
by old-line agents and enjoys a low 
lapse rate. William T. Eldridge, Boston 
actuary, reviewed the readjustment pe- 
riod of old-line companies during the 
seventies, comparing it with the similar 
experience of fraternal societies during 
the past 20 years, stating that the so- 
cieties had come through their period 
of trial in much better shape and have 
greater opportunities for expansion be- 
cause of the wider popularity of life 
insurance today. 

Mary E. LaRocca President 


Mary E. LaRocca, president Wood- 
men Circle, Omaha, was elected presi- 
dent of the congress by acclamation, 
being advanced from the vice-presi- 
dency according to custom. 

The only contest was for the vice- 
presidency, a lively fight staged between 
Arthur A. Bentley, president Fidelity 
Life Association, Fulton, Ill., and Brad- 
ley C. Marks, president A. O. U. W. 
of North Dakota, Fargo. Although it 
was described as a “friendly contest” 
by the participants, there was some bit- 
terness, and Mr. Marks won. In the 
final balloting Mr. Bentley was given a 
place on the executive committee as a 
peace gesture. 

Thomas H. Cannon, secretary-treas- 
urer, and Frances R. Leahy, executive 
secretary, of Chicago, were reelected. 

The new executive committee is com- 
posed of George R. Allen, Lawrence, 
Kan., president Fraternal Aid Union 
and retiring president of the congress; 
Judge John C. Karel, Milwaukee, presi- 
dent Equitable Reserve Association; 
Peter F. Gilroy, Denver, president 
Woodmen of the World; Dr. Hada M. 
Carlson, Rock Island, IIl., medical di- 
rector Royal Neighbors; William F. 
Traub, Chicago, president Royal 
League; Arthur A. Bentley, Fulton, 
Ill., president Fidelity Life Association. 

Section presidents elected are: Presi- 
dents, Anna Downes, Chicago, 
Women’s Catholic Order of Foresters; 
secretaries, Thomas H. Heaney, Chi- 
cago, Catholic Order of Foresters; 
press, Paul H. Ditzen, Kansas City, 
Kan., editor Fraternal Aid Union 
“Junior News”; law, Arthur E. Nelson, 
St. Paul, Minn., Degree of Honor Pro- 
tective Association; medical, Dr. Wil- 
liam N. Bradley, Philadelphia, Artisans 
Order of Mutual Protection. 

Milwaukee was selected as the place 
for the 1933 convention, to be held the 
last week of August. 





Receiver Not Entitled to 
Recover the Premiums Paid 





The United States district court in 
western district of Pennsylvania in 
Oliver vs. Northwestern Mutual takes 
up the question of business insurance 
and the right of the receiver to recover 
payment of premiums. The Globe Fur- 
niture Company in Pittsburgh was de- 
clared insolvent and H. M.. Oliver was 
appointed receiver. The corporation had 
three stockholders, David Rosenthal and 
his two sons, Benjamin and Jacob. Da- 
vid Rosenthal owned one-third of the 
stock and no transfer had been made 
since his death, Nov. 5, 1929. It was 
agreed that the company should pay the 
life insurance premiums on the policies 
of each stockholder. This was extended 
to cover the insurance on the life of S. 
Kaufmann, son-in-law. The company 





paid the bills from the date of incor- 
poration until June 24, 1930. The Globe 
paid the Northwestern Mutual $29,- 
628.24. Check was drawn by the treas- 
urer. During the life of David Rosen- 
thal he surrendered a policy and gave 
$6,000 received from the Northwestern. 
After his death $5,000 of the proceeds 
of another policy was turned over. The 
receiver brought action to recover the 
premiums paid by the Globe. He claims 
that he is entitled to recover because 
the premiums were paid by checks of 
the Globe drawn by its treasurer for 
premiums on policies held by stock- 
holders. 

The court held that the plaintiff 
failed to offer any evidence to establish 
that the treasurer committed any breach 
of obligation. There is uncontradicted 
and unimpeached eyidence that the 
checks were all authorized by the unan- 
imous consent of the _ stockholders. 
There was no evidence of insolvency 
at the time the premiums were paid. 
The Northwestern Mutual had no no- 
tice of lack of authority on part of the 
persons making payments or that the 
corporation was insolvent. The insur- 
ance company gave full value for what 
it received. Motion for a new trial is 
refused. 


Court Holds Policyholder 
Over-Persuaded by Agent 





An interesting decision arises over an 
annuity policy when the Ohio court of 
appeals, 1st appellate district, decided 
a case of Little vs. Equitable of New 
York. Little as guardian of Abbie 
Adams asked that a certain annuity 
policy issued to her be canceled and that 
the contract be declared null and void, 
and asked that judgment against the 
company for $14,287.97, together with 
interest, be adjudged to him as guardian. 

The petition alleges that about June 
23, 1921, Abbie Adams, being 78 years 
of age, incompetent and incapable of 
managing her affairs by reason of ad- 
vanced age and mental infirmity was in- 
duced to take the annuity under the in- 
fluence of an agent, and to pay a sin- 
gle premium amounting to $14,618.60. 
The trial court found in favor of the 
plaintiff, entered its decree and set aside 
the annuity contract, ordering the policy 
returned and judgment for the amount 
of the single premium, with interest, less 
the two installments of annuity paid. 


Lower Court Upheld 


The higher court held that the fact 
that Abbie Adams, 78 years of age, with 
at least some decay of body and mind, 
and the fact that her entire estate con- 
sisted of less than $18,000, nearly all in- 
vested in government bonds and savings 
deposits, and the fact that she was ad- 
vised to sell such securities and put 
$14,600 in a single premium payment 
for this annuity, the fact that she had 
lapses of memory and failing bodily 
functions prior to entering into the con- 
tract, and that she placed implicit con- 
fidence in the agent, the fact that she 
visited an attorney, the father of the 
plaintiff, and stated to him that she had 
a policy under which her grandchildren 
would get the corpus of the premium 
payment at her death, and upon being 
advised it was all gone, she became hys- 
terical, and that soon thereafter a 
guardian was appointed and the court 
found she was an incompetent, that a 
short time thereafter she was taken to 
an institution for feeble-minded, and in 
a few weeks afterwards died, all seems 
entirely sufficient to establish that she 
did not understand the nature of the 
transaction and was wrongfully advised 
and over-reached by the agent. The 
judgment of the lower court therefore 
was approved. 


“Business Life Insurance,” by Ralph 
Sanborn, answers the question, “What is 
the need for life insurance in business, 
and what is the method of meeting this 
need? It demonstrates the technique 
= applying ite 2 to every-day 

ness needs. ce, + 5S 
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Ano all through the night you 
slept so soundly! And no won- 
der... for there are no better 
beds in all the world than those 


at Hotel Fort Shelby. 
morning you arise refreshed... 
all signs of fatigue erased 
«--in a room that’s cheerful... 
even made gay by old Mr. Sun 
who just can't keep out. Soon 
after the shower, a stream 
that wakens and exhilarates, 
you'll be electing either the 
Grill or Coffee Shop or Main 
Dining Room for breakfast. At 
Hotel Fort Shelby, breakfasts 
begin at 25c.. 
at 35c and dinners at 90c. 
When you visit Detroit next 
time drive direct to Hotel Fort 
Shelby. Obliging attendants, 
at either entrance, will relieve 
you of your car and return it 
at your command... 
tesy without fee. Nominal ga- 
rage tariffs. You'll be pleased 
bythe completeness of this truly 
modern hostelry. The attractive 
yet restful lobby opens into 
many shops ... such as the 
Barber Shop, Beauty Parlor, 
Cigar Store and Haberdashery, 
Drug Store, Western Union 
Office and Flower Shoppe, Each 
of its 900 rooms is equipped 
with servidor, circulating ice 
water and private bath. Radio 


for every room. 
Music and danc- 
ing everyevening 
in the Main Din- 
ing Room ... no 
couvert, charge. 
Rates as low as 
$2.50 per day. 


. luncheons 
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presented a multiplicity of workable | Jefferson Standard Life in Sanford, 


Many Pertinent Ideas on Selling 





Brought Out By Leaders in Talks 
At National Association Meeting 


complishments of the year, according to 
Mr. Storer. The pres:dent distributed 
bouquets to his fellow workers and the 
staff of the National association for 
their cooperation. 


Mrs. Miller First Speaker 


Mrs. Mildred Poindexter Miller, agent 
for the Penn Mutual Life in Kansas 
City, Mo., speaking at the opening ses- 
sion Tuesday evening, declared that sell- 
ing women is a specialized job to be 
handled by women only. She said that 
man made sales talks and approach can’t 
accomplish results. She advocated hav- 
ing women at head offices in charge of 
women agents. She delivered the first 
formal address at the convention proper 
appearing after the preliminaries, includ- 
ing the invocation, opening of the con- 
vention by President Elbert Storer, wel- 
coming addresses by Ben F. Shapro, 
president San Francisco association, and 
the mayor of San Francisco, intro- 
duction of special guests, presentation 
of the theme of the convention by T. M. 
Riehle, program chairman, and presen- 
tation of the playlet, “Life’s Like That,” 
by Louis Ullman. 

Mrs. Miller was followed by Dr. S. S. 
Huebner, dean of the American College 
of Life Underwriters, who predicted 
that annuities would some time be as 
important as life insurance. He said 
that annuities can serve a purpose for 
practically everyone. He cited the use 
of annuities to persons of various age 
groups and to persons of various marital 
status. 

Sweetening for Old Age 


Dr. Huebner said that extension of 
annuities will help to eradicate the no- 
tion of many people that they must 
hand down their estates intact. Why 
not, he asked, hand down 50 percent and 
sweeten old age by using the other 50 
percent to buy an annuity? 

One of the most practical talks of the 
convention was given by Frank M. See, 
general agent in St. Louis for the Union 
Central Life, who was the first formal 


speaker Wednesday morning. Mr. See 





ideas on prospecting. He suggested that 
the agent list all of his activities in life, 
as a method of suggesting the people 
he knows who may be prospects. Mr. 
See said he favors specialization in sell- 
ing among people in one occupation. 
He suggested a good technique for get- 
ting names of prospects from clients. 

Hugh S. Bell, general agent for the 
Equitab'e Life of Iowa in Seattle, was 
next with the presentation of an organ- 
ized sales demonstration, liberally illus- 
trated. He was assisted by Charles J. 
Frisbie, who represents the New Eng- 
land Mutual in Seattle. 

Paul Shoup Is Heeded 


The next speaker, Paul Shoup, presi- 
dent of the Southern Pacific Company, 
was attentively heeded. 

Louis H. Roseberry, vice-president 
and manager of the trust department of 
the Security First National Bank of Los 
Angeles, following Mr. Shoup, gave 
some first-hand experience, illustrating 
the value of life insurance in providing 
liquidity for estates. He said that most 
wealthy persons overestimate the 
liquidity of their estates or fail to pro- 
vide that feature. He reviewed various 
estate analyses to demonstrate the lack 
of sufficient cash, life insurance and 
other liquid assets to meet the require- 
ments of administration. He called 
upon the agents to cooperate with trust 
officers. 

Walter G. Gastil, sales manager for 
the Pacific Mutual Life, delivered an 
exhaustive paper on business insurance. 
His theme was that the sale of business 
insurance is not difficult if the agent 
keeps in mind the human equation, re- 
membering that the problem of the 
business man who invests his surplus in 
his own business is not different from 
that of the salaried man. The need of 
man, he pointed out, is income, whether 
in business or on a salary. Mr. Gastil 
emphasized the social side of business 
insurance. The speaker went into the 
need for business insurance on the part 
of a sole proprietor, partnership and cor- 
poration. 

Dr. Reichert Is Heard 


The final speaker at the Wednesday 
morning session was Dr. Irving E. Rei- 
chert of the Congregation Emmanu-E]l, 
San Francisco. 

Will H. White, the 


manager for 





N. C., at the afternoon session said that 
service to policyholders is the key to 
success in conservation. He said that 
conservation begins with good prospect- 
ing, continues with the sale and the 
proper placing of the policy. Business 
selected carefully on men with regular 
income, of good financial and moral 
standing will show a good renewal ratio, 
he declared. 

The fitting of policies to the clients’ 
needs is the first real service, according 
to Mr. White. Insurance is better ap- 
preciated, more nearly serves its pur- 
pose and has greater renewal possibili- 
ties when it is placed to cover a definite 
need, 

Mr. White said that the agent should 
be sure that the policy will be so dated 
or prorated that the due date for re- 
newal premiums will best fit in with the 
financial plan of the insured. The agent 
should not lose interest in his policy- 
holders but should keep in touch with 
them as far as possible. The agent 
should never permit a policy to lapse 
without seeing its owner. 


Mecklem Tells Methods 


Horace Mecklem, general agent for 
the New England Mutual Life in Port- 
land, Ore., told of the methods that he 
has developed in 27 years of selling. He 
uses the direct approach, introducing 
himself as Mecklem.of the New Eng- 
land Mutual Life...By a short, disarm- 
ing method, he gets the age of the man 
and leaves. A few days later he sub- 
mits figures and by the response makes 
up his mind whether to crowd the pros- 
pect or put him ahead on the calendar. 

Mr. Mecklem advocates agents taking 
an active part in community work. He 
said that through his outside activities 
he is able to call most business men 
in Portland by their first name. 

Mr. Mecklem concluded by reciting 
an approach to use in selling to fathers 
policies on the lives of sons. 


Technical Knowledge Valuable 


Dr. Henry W. Cook, vice-president 
and medical director of the Northwest- 
ern National Life, said that a technical 
understanding of underwriting work is 
valuable to an agent in maintaining an 
up-to-date position. Field men and 
home office underwriters can speak the 
same language, he declared. 

Dr. Cook commented on the increase 











‘(OU 
n- 
ter 
se 
the a 
] SAN FRANCISCO, Aug. 18.—The 
= high character of the program of the 
ed National Association of Life Underwrit- 
ers was manifest from the start. Much 
1 talent from within and without the busi- 
oun ness appeared at the opening session of 
on the convention proper Tuesday evening 
and at the second day’s session Wednes- 
am das. 
les, The plan of taking a day off in the 
midst of the sessions for sightseeing and 
the recreation was well conceived. Today 
ain the conventioneers are enjoying them- 
At selves and pondering the inspiration, 
advice, and information already pre- 
ists sented. Tomorrow the crowd will be 
ns fresh and better prepared to absorb the 
addresses than if the sessions had been 
held without respite. 
ext Riehle Expounds Theme 
‘ort The theme of the convention was ex- 
nts, pounded near the opening by Theodore 
M. Riehle, program chairman and _ third 
eve vice-president of the National associa- 
n it tion. The theme is: “Life Insurance and 
Annuities—the Golden Gate to Finan- 
ur cial Independence—for You and Yours.” 
ga- Mr. Riehle urged his audience to give 
America a chance to buy ideas and not 
sed policies. The purpose of the program, 
ruly he declared, is to add to the agent’s 
¥ store of knowledge and to remind ‘the 
five agent of things that he has forgotten 
nto and to teach him freshly and anew how 
the to use the things he knows and to share 
with others cumulative experiences. 
lor, He cautioned against permitting 
. knowledge to interfere with the sale or 
ry the desire of the prospect to buy. Its 
jion acquisition must be for pleasure pri- 
ail marily and not for its application in the 
wrong places. Heartfelt knowledge of 
ed the philosophy of insurance, he declared, 
ice gives heart to the timid and stirs the 
: imtrepid to action. 
dio _ In presenting the report of his admin- 
stration, President Elbert Storer cited 
aS a great accomplishment the fact that 
the association closed its fiscal year with 
@ gain of membership. Participation of 
the National association in national life 
msurance day was one of the major ac- 
es 
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Honesty, straightforward sales methods, strict adherence to pr ises, c 
acter, industry, loyalty to self, client, and company—all these are the requisites that go to make up the desirable agent 
and that are essential to the preservation of the good name of the institution of life insurance. 


The attitude of the insuring public toward the life insurance business and life insurance companies depends almost 
wholly upon the character and the behavior of those whose privilege it is to represent the companies before the 


No agent should attempt to induce an individual who is already insured—whether with his own company, or some 
other company, or the Government—to give up any policy he may have, in favor of another with his company. 
verbal or written statements attacking other companies, their policies, or their agents, should be made. 
coverage to be presented should rest solely upon supreme need—not upon commission to be earned. 
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AGENCY MANAGER 
WANTED 


By western company, non-participati 
Rated A—‘“Excellent” by Best's. Fift 
millions of insurance in force. Surplus 
exceptionally large. Operates in eight 
states—Pacific coast and Intermountain 
territory. 

In view of the improved economic con- 
ditions in its territory, this Company has 
decided the time has come to strengthen 
its present agency organization and to 
develop new territory. 

The man‘sought is from 35 to 45 years 
old, now emfloyed, and with at least five 
years’ successful field and organizing ex- 
perience. References required but the 
chief recommendation will be the endorse- 
ment by present employer of applicant as 
one who accomplishes things and whose 
future is not behind him. He must be 
willing personally to cover wide territory 
in organization work. 

This position should prove most at- 
tractive to an assistant manager in a 
large organization who has ability and 
eaiition but who feels his further prog- 
ress may be limited in the next few 
years. 

The applicant chosen will be paid a 
substantial salary, plus traveling ex- 
penses, with broad possibilities for ad- 
vancement and larger income when he 
makes good. 











in mortality among insured lives, as- 
cribing over-insurance, self-selection 
against the company and industrial, po- 
litical and economic strain and worry 
as the cause. The number of suicides is 
dramatic evidence of the strain of pres- 
ent day life, he said. 

The speaker concluded with a strong 
endorsement of life insurance as the 
ideal investment program for a profes- 
sional man, He said that life insurance 
seemed to have been drafted with the 
professional man in mind. 

Sterling W. Sill, agent for the New 
York Life at Layton, Utah, talked on 
the value of high standards in field 
work. He said that selection of insur- 
ance salesmen determines in large part 
the contribution insurance is able to 
make to the nation’s future welfare. He 
expressed the opinion that more time 
should be spent talking about the man 
who stands for the company before the 
people. Mr. Sill declared that in his 
estimation the agent is more important 
than companies and contracts. He urged 
his hearers to build well, citing the ex- 
ample of Edison and Stradivarius, the 
maker of violins. 

Several companies are holding round- 
ups here at this time, among them being 
the Mutual Life, Metropolitan, Equita- 
ble and Bankers of Iowa. 











Girard Life Insurance Company 
Philadelphia, Pa. 
Has excellent General Agency openings 
in Ohio, Pennsylvania 
Generous first year and renewal commissions. 
Low net cost policies. 


We seek General Agents of high character and ability, who are will- 
ing to devote efforts to building a real General Agency.. 


When writing give us a fair word picture of yourself and your insur- 


ance experience. 


Your correspondence will be treated confidentially unti 
such time as we have your permission to make inquiry. 


and Michigan 




















General agencies 


await YOU 
Are YOU ready to 


We have excellent General 
agency openings in Nebraska, 
Minnesota and Iowa. 


WRITE US BEFORE MAKING A CHANGE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 


Jay G. Sigmund, Vice-President and 
Agency Director 


enlarge your world? 


Splendid contracts — strong 

support—Council Bluffs, Iowa; 

Davenport, Iowa; Rochester, 
Minn.; Lincoln, Nebraska 


C. B. Svoboda, 
Secretary 

















TRIPLE INDEMNITY LIFE INSURANCE 
NON-CANCELLA BLE 
Weekly Accident Coverage 
combined in ONE contract for ONE Premium 


Agencies available in Conn., Del., D. C., Md., Mass., Mich., Mo., N. H., 
N. J., N. C., Ohio, Penna., R. I, S. C., and Vt. 
Inquire 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


United Life Building 


Concord, New Hampshire 











Life Insurance and Its Function 
In Hedging Estate Depreciation 
And Cutting Down the Sacrifice 


By DEAN CUSHMAN 


“They are now well provided for, son. 
I don’t want to spoil them more than 
I have already. There is no good rea- 
son why I should sacrifice and slave 
to pay life insurance premiums for some 
one else to spend more than is good 
for him.” The agent who hasn’t heard 
that objection yet just doesn’t see 
enough prospects. Smile, when you 
come back with this remark: 

“I don’t blame you, old man, you cer- 
tainly are right. I don’t suppose your 
body will be cold before a nice slice of 
what you have got is gone and gone 
forever. In fact, the instant a man of 
property dies there is an average shrink- 
age in the size of his estate of about 20 
percent. That’s why I’m here. 


Shrinkage if an Estate 
Depends on Investments 


“The shrinkage of an estate because 
of death of the principal directing force 
varies in size according to the types 
and manner of investments. If you 
have ever been the executor of an es- 
tate, or an heir, you know this. Execu- 
tors must have cash immediately and 
one of the causes of the greatest shrink- 
age is this fact alone—a forced sale of 
the best piece of property in the estate 
in order to raise cash means a great 
sacrifice. Another destroyer of estab- 
lished values is death itself—the very 
person that made the stock of the busi- 
ness worth anything at all is no longer 
present to guide its destinies. It is an 
axiom of business that ready cash is the 
cheapest cash. And life insurance is 
ready cash when it is most needed. 


Life Insurance Serves 
to Keep an Estate Intact 


“How much will it cost? How long 
are you going to live? My question is 
as easy to answer as yours—but, you 
may be sure that, no matter how long 
you live, it never will cost as much to 
replace this depreciation item in your 
estate with life insurance applied for 
now as it will cost your estate without 
life insurance. Of that you may be 
positive! 

“It matters little how much the life 
insurance premium may be or how long 
you may pay it. The shrinkage of your 
estate can be any amount; it might be 
50 percent or more, or less than aver- 
age, depending upon market conditions 
at and following your death and how 
the necessary cash was obtained by your 
executors. Without life insurance in 
force the cost to the estate for the 
amount of life insurance that should be 
available is the difference between the 
net estate paid to the heirs and what 
might have been paid them had there 
been a sufficient amount of ready cash. 
How much this is no one can tell you, 
for no one knows what market condi- 
tions will be at your death. 


Precaution Is Needed 
in Estate Protection 


“You can determine the amount of 
ready cash your executors will need at 
your death to administer the estate you 
now have. You may be able to obtain 
enough life insurance to guarantee this 
ready cash at the time it is needed most. 
That depends on you. If you are 
around 40 years old, and want to set 
up a ‘hedge’ equal to 20 percent of your 
present estate, our policy will give you 
that much protection for an annual out- 
lay of less than one percent of the 
amount of the estate. 

_ “The advantage of taking this precau- 

tion is at once apparent. In the last 
few years many millions of life insur- 
ance have been put into effect for this 
specific purpose. 

“Another advantage to your estate 
which is also worth more to you dur- 





ing your remaining years of business 
life than the annual outlay for life jp. 
surance premiums is best explained by 
the testimony of that pioneer of depart. 
ment store managers, John Wan. 
maker: ‘So I took the insurance. | 
now find that by trading on the credit 
it created I made more profit than # 
the money which went into the life jp. 
surance had gone directly into my bus 


>” 


ness. 
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Annuities Offer 
Service Entree to 
Hustling Agents 





The suggestion that daily newspapers 
contain many leads for new business js 
an old story to many agents. Whik 
there are some who painstakingly clip 
such leads from newspapers and trade 
magazines, the vast majority ignore 
them because they are so perfectly 
obvious that most agents consider the 
leads will have been followed up before 
they can possibly get there. 

S. R. Adams of the Hewitt agency of 
the Equitable Life of New York in 
Cambridge, Mass., read in a Boston 
paper that the federal government was 
negotiating there for a piece of land on 
which to build a post office. He ferreted 
out the name of the property owner and 
called to see if an Equitable annuity 
plan might be of interest. 

Mr. Adams found a maiden lady 69 
pears old who had been living on the 
income from that property. He sug- 
gested that worry attached to owning 
real estate might be eliminated through 
taking an annuity plan and there woul 
be no sacrifice of income. Mr. Adams 
placed a $2,000 refund annuity at the 
time and a month later placed an addi- 
tional $12,000 which was paid for by the 
check which the woman received from 
the government on the real estate trans- 
action. 


Increases Couple’s Income 


There are many possibilities for gir- 
ing valuable service through annuities, 
and for getting new business. N. P. 
Ewing of Hanover, Ind., reports in the 
Equitable’s housse organ, “Agency 
Times,” that he became acquainted with 
a man 81 years old and his wife 7 
who were living on the income from 
$7,000 invested at 33% percent. He was 
able to devise a plan through which the 
same sum used to purchase a cash t 
fund annuity at the man’s age would 
yield more than four times as much i 
come as he was receiving, and the 
woman’s age would pay nearly three 
times as much. Each bought a cash 
fund annuity, naming each other 
beneficiaries. 


To Have Booth at State Fair 


The Illinois insurance department w™ 
establish a booth and have represeat® 
tives in attendance at the Illinois Stat 
Fair at Springfield to advise policyhol® 
ers regarding insurance. The exhib 
will show the modern methods thé 
have been adopted by the department 
to keep pace with the rapid increas 
in the insurance business. 
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